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Independent  research  forthe  12  months  to 
August  1983  shows  that  J.  Collis  Browne's 
range  is  now  the  brand  leading  anti- 
diarrhoeal  in  independent  pharmacies, 
outselling  the  numbertwo  brand  by  25%  in 


unit  terms.  What's  more,  the  combination  of 
J.  Collis  Browne's  Mixture  and  Tablets  gives 
you  year-round  sales  in  this  important 
category.  Recommend  the  brand-leading 
anti-diarrhoeal  with  confidence. 
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International  Laboratories  Ltd.,Charwell  House, Wilsom  Road,  Alton,  Hampshire,  GU34  2TJ. 


SOLMIN 

DISPERSES 
FAST. 


Don't  run  out— Heavy  T.  V.  advertising  starts 
again  January  30th 

And  if  the  Yorkshire  test  market  is  anything  to  go  by,  the  next 
burst  of  National  Advertising  (£31/2  million  in  6  months)  could 
easily  clear  you  out  of  stock.  So  check  now  and  make  sure 
you're  carrying  plenty  of  Solmin. 

Don't  carry  a  headache— carry  Solmin  S0LM,N 
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 "COMMENT 


C&D  has  commented  many 
times  on  POM  to  P  changes, 
most  recently  in  connection 
with  the  television  advertising 
of  ibuprofen.  We  have  pointed  out  the 
hurdles  that  manufacturers  have  to 
overcome  to  get  their  products  through  the 
barrier,  and  their  need  to  recoup  costs  — 
which  means  getting  the  public  to  buy.  We 
have  warned  that  without  the 
manufacturers'  provision  of  safety  data, 
special  packaging,  etc,  few  if  any  products 
will  make  the  transition  But  we  have  also 
said  that  there  must  be  an  alternative  to 
having  products  available  only  on 
prescription  one  day  —  and  advertised  on 
television  the  next. 

Now  such  an  alternative  has  been  put 
forward  —  and  from  within  the  industry.  Mr 
Simon  Fitall,  product  manager  for  May  & 
Baker's  home  healthcare  division,  has 
proposed  that  there  should  be  a  one-year 
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moratorium  on  consumer  advertising 

(p  1 59).  C&D  understands  discussions  along 

these  lines  are  going  on  "behind  the  scenes." 

To  be  fair,  Mr  Fitall  himself  intended  his 
remarks  to  be  "off  the  record,"  but  some  of 
the  journalists  to  whom  they  were  made 
failed  to  comply  with  his  request. 
Nevertheless,  we  believe  that  the  proposal  is 
one  which  the  profession  at  large  has  every 
right  to  discuss. 

Already  the  manufacturers'  trade 
association  has  poured  cold  water  on  the 
idea  —  mainly  for  the  reasons  spelled  out 
previously  by  C&D.  The  problem  is,  of 
course,  that  commercial  pressure  dictates 
the  companies'  actions,  while  the  profession 
takes  the  view  that  medicines  are  not 
ordinary  items  of  commerce.  Some 
compromise  is  obviously  required. 

With  drug  development  times  so  long, 
and  patent  protection  so  short,  it  seems 
likely  that  a  POM  to  P  medicine  will  be  out 


of  patent,  and  so  liable  to  fierce  competition 
from  those  who  have  contributed  neither  to 
its  development  not  to  its  release  from  the 
strictest  control.  So  could  the  company 
which  pioneered  the  release  be  given  a 
period  of  exclusive  exploitation  ol  the 
market,  and  brand  name  establishment,  in 
return  for  no  consumer  advertising ?  This 
would  provide  valuable  time  for  assessment, 
to  the  advantage  of  all. 

Such  an  approach  would  require 
pharmacist  support.  On  p  1 77  of  this  issue 
we  review  the  progress  of  the  "chemist" 
divisions  now  proliferating, and  it  is  perhaps 
worth  repeating  here  our  Comment  of  July 
2,  1983:  "Companies  investing  in  the 
pharmacist  —  with  advertising,  reps, 
literature,  special  POS  aids,  better  margins, 
outlet  limitation  —  are  taking  a 
commercial  gamble.  We  hope 
pharmacists  will  accept  the 
challenge." 
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Discount  agreement 
in  Scotland 


A  new  discount  rate  of  5.66  per  cent  is 
to  be  applied  to  all  Scottish 
contractors  on  prescriptions  dispensed 
from  February  1984. 

The  announcement  follows  three  months 
of  negotiations  between  the  Pharmaceutical 
General  Council  (Scotland)  and  the  Scottish 
Home  and  Health  Department. 

The  new  agreement  on  discounts 
effectively  closes  the  period  from  October 
1 980  to  January  1 984  which  was  under 
dispute,  and  means  that  the  discount 
clawback  intended  by  the  application  of  a 
surcharge  averaging  3.4  per  cent  on 
August  to  December  prescriptions  last  year 
has  been  cancelled. 

The  SHHD  planned  to  introduce 
discount  averaging  6.5  per  cent,  with  the 
surcharge  of  3.4  per  cent  but  was 
challenged  by  the  PGC,  and  they  returned 
to  the  negotiating  table  when  threatened 
with  legal  action. 

Conseguent  to  the  cancellation  of  the 
surcharge,  the  additional  2p  per 
prescription  interim  dispensing  fee  paid  on 
August  to  November  prescriptions  will  be 
recovered  by  the  SHHD.  (The  interim 
dispensing  fee  was  paid  to  compensate  for 
the  reduction  in  on-cost  resulting  from  the 


discount  scale  —  on-cost  in  Scotland  is 
calculated  on  the  discounted  ingredient 
value,  not  as  in  England  and  Wales).  At  the 
same  time  as  these  monies  are  recovered, 
the  amounts  deducted  as  clawback  on 
August  1983  prescriptions  will  be  repaid  to 
contractors. 

Further  parts  of  the  agreement  are  that  a 
survey  to  establish  the  current  level  of 
discounts  will  be  undertaken  immediately  so 
that  the  rate  of  5.66  per  cent  can  be 
adjusted  at  the  earliest  possible  opportunity, 
and  that  certain  generic  products  will  be 
subject  to  special  ("S")  prices  —  certain 
others  will  be  added  to  part  7A  of  the  Drug 
Tariff. 

Other  minor  agreements  include 
adjustments  to  the  balance  sheet,  an 
allowance  for  underpayments  on 
prescription  pricing,  and  certain  as  yet 
unguantified  credits  to  the  balance  sheet  for 
costs  from  previous  years. 

The  agreement  reflects  the  lower 
discounts  identified  in  the  final  results  of  the 
DHSS  discount  mguiry,  and  other 
adjustments  considered  necessary  by  both 
sides  to  take  account  of  the  drug  pricing 
arrangements  and  discounts  in  Scotland, 
the  PGC  says. 


CPP  to  break 
from  Society? 

The  College  of  Pharmacy  Practice  is  in 
favour  of  separation  from  the 
Pharmaceutical  Society.  But  it  stresses 
this  is  only  a  preliminary  view. 

The  College  feels  that  a  separate  body 
could  complement  the  Society's  educational 
and  practice  activities  as  a  repository  of 
practice  information. 

The  proposal  is  to  be  discussed  at  the 
College's  annual  meeting  at  the  Society's 
headguarters,  on  January  30. 

The  Board  expect  an  annual  income  of 
between  £30,000  and  £40,000  from  the 
investment  of  current  donations  and  believe 
this  is  sufficient  to  run  a  small  professional 
body. 

The  College  had  net  assets  of  £2 1 4,358 
tor  1983,  most  of  which  was  invested  in 
Government  stock  and  equities.  It  is 
predicted  the  fund  will  be  worth  about 
£334,000  by  the  end  of  1985  Although  the 
College  stresses  that  the  figures  are 
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only  provisional. 

Of  the  original  480  founder  members 
475  remain.  There  were  241  student 
members  at  December  31,1 984  and 
student  membership  fees  were  increased  to 
£  1 5  on  January  1 . 

Parts  I  and  II  of  the  College  syllabus  are 
to  be  revised  in  the  form  of  educational 
objectives  and  a  syllabus. 


Moves  on  PPA 
proposals 
by  PAGB 

The  Proprietary  Association  of  Great 
Britain  has  sent  a  review  of  world 
medical  literature  on 
phenylpropanolamine  to  the 
Department  of  Health  in  a  bid  to 
change  DHSS  proposals  to  restrict  its 
availability. 

Labour  MP  Jack  Ashley  has  continued 
his  campaign  against  the  drug  with 
guestions  in  the  Commons. 

A  DHSS  circular  last  November 
proposed  that  all  medicines  containing  PPA, 
except  those  for  relief  of  colds,  coughs  and 
asthma  with  a  recommended  daily  dose  of 
not  more  than  75mg,  would  be  available 
only  on  prescription. 

The  proposal  was  to  come  into  effect  in 
1 2  month's  time. 

The  PAGB  were  aware  that  PPA  was 
coming  forward  for  accelerated  review,  but 
were  given  no  warning  of  the  circular. 
Manufacturers  have  been  upset  on  the  way 
the  proposal  was  reported  in  the  national 
Press. 

There  are  3 1  licensed  medical  products 
that  provide  a  daily  dose  of  more  than 
75mg  of  PPA.  These  products  are  available 
to  the  public  only  under  the  supervision  of  a 
pharmacist,  Mr  Kenneth  Clarke,  Minister  of 
Health,  told  Mr  Jack  Ashley  this  week. 

The  Committee  on  Safety  of  Medicines 
has  received  59  reports  of  adverse 
reactions  in  the  UK,  none  of  them  fatal,  over 
the  past  1 5  years,  associated  with  the 
administration  of  products  containing 
phenylpropanolamine.  There  is  no 
authoritative  data  on  the  sale,  value  and 
consumption  of  these  drugs,  the  Minister  of 
Health  said. 


"Is  that  the  pharmacist?  I  really  need  your  advice  this  morning 
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Boots  decide  on 
labeller . . . 

Boots  are  to  install  prescription 
labellers  in  all  their  branches  over  the 
coming  months.  A  quantity  of 
machines  are  currently  being 
installed. 

A  computerised  machine, 
manufactured,  supplied  and  serviced 
through  Riva  has  been  iound  to  be  suitable 
for  the  company's  needs,  say  Boots.  Size, 
reliability  and  maintainence  requirements 
were  an  important  criteria.  The  large 
memory  will  give  flexibility  to  adapt  the 
machine  to  possible  future  demands. 

Boots  have  been  looking  into  different 
labelling  systems  for  the  past  two  years.  A 
recent  letter  to  the  Society's  Journal 
suggested  that  Boots  had  been  given  a 
further  two  years  to  install  equipment. 

Riva  managing  director  Mr  Tom  Milne  is 

• . .  and  expand 
into  wine 

Boots  have  won  an  application  to  sell 
wine  from  their  New  Street. 
Birmingham,  branch. 

The  application  was  granted  despite 
objections  from  the  Temperance  Society. 
And  despite  the  fact  that  it  may  not  have 
received  the  blessing  of  the  company's 
founder,  Jesse  Boots,  who  was  a  deeply 
religious  Wesley  an  Methodist. 

A  company  spokesman  told  C&D:  "Our 
licence  also  covers  fortified  drinks,  beers 
and  ciders,  but  we  won't  be  selling  those. 
Boots  will  concentrate  on  light  wines." 

"We  hope  to  begin  selling  the  drinks  in 
April.  It  will  be  a  pilot  scheme  and 
consumer  reaction  will  be  carefully 
monitored  by  market  surveys." 

Despite  some  Press  reports,  the 

CSM  endorses 
post-coital  pill 

The  use  of  an  oral  contraceptive  for 
post-coital  contraception  has  been 
endorsed  by  the  Committee  on  Safety 
of  Medicines. 

In  a  written  Commons  reply  last  week 
Health  Minister,  Mr  Kenneth  Clarke  said  the 
CSM  recommended  the  method  for 
emergencies  only. 

The  most  suitable  regime  was  felt  to  be 
two  tablets  containing  Levonorgestrel 
0.25mg  and  ethinyloestradiol  0.05mg 
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pleased  that  Boots  have  decided  to  go 
ahead  with  his  company.  The  deal,  which 
he  describes  as  a  "h  1  m  type  of  order," 
involves  about  1 , 1 00  units  with  a  number 
held  in  reserve. 

Riva  are  guaranteeing  the  machines  for 
five  years,  with  four-hour  servicing  back  up. 

The  machine,  similar  to  the  one  being 
used  by  Gallup,  has  1 28K  of  solid  state 
memory,  with  provision  for  a  further  1 28K. 
The  machine  has  a  two-colour  Epson  printer 
and  an  inbuilt  5in  vdu  It  measures 
12  x  18*  8  in  high. 

The  unit  also  includes  a  modem,  which  is 
not  at  present  being  used. 

A  special  adaption  required  by  Boots 
was  that  the  labels  would  be  perforated,  so 
they  could  be  ripped  off  with  their  backing 
and  put  with  dispensed  items.  Machines  will 
be  installed  in  the  top  50  branches  by  the 
end  of  February 

Riva  have  previously  worked  with 
Boots,  installing  a  purchase  ordering  system 
for  the  industrial  division,  and  a  stock 
control  system  in  retail  distribution  centres. 


company  has  no  immediate  plans  to 
introduce  wine  into  any  of  its  other  stores. 

The  scheme  is  part  of  Boots  overall 
marketing  strategy  As  in  their 
Northampton,  Chatham  and  Bury  St 
Edmunds'  stores,  new  ranges  of  goods  sold 
on  a  shop-within-a-shop  basis  are  to  be  tried 
at  New  Street. 

Light  wines  will  sell  as  an  extension  of 
their  health  and  natural  food  areas, 
alongside  up-market  products  like  special 
lams  and  pickles. 

The  company's  head  of  planning  Mr 
Paul  Joyce,  told  the  magistrates  that  table 
wines  would  complement  a  new  range  of 
food  and  groceries  to  be  sold  in  Boots 
branches. 

Groceries  shouldn't  be  taken  in  the 
widest  sense  of  the  word,  says  a  company 
spokesperson.  "We  won't  be  selling  things 
like  cans  of  beans,  it  will  be  purely  health 
foods,  including  yoghurts  and  cottage 
cheese." 


followed  by  two  more  tablets  1 2  hours  later, 
starting  within  72  hours  of  unprotected 
intercourse,  Mr  Clarke  said. 

Oestrogen-only  pills  were  felt  to  give 
more  side  effects  but  were  probably  as 
effective  as  the  combined  pill.  There  was 
insufficient  data  to  recommend 
progestogen-only  pills  in  post-coital 
contraception,  said  the  CSM.  Similarly 
Danazol,  a  semi-synthetic  steroid,  had  not 
been  studied  sufficiently  for  a  judgment  to 
be  made,  the  Committee  said. 

Schenng  have  already  received  a 
licence  lor  a  special  pack  of  four  pills  for  use 
in  post -coital  contraception.  No  launch  date 
lias  been  announced. 


Offer  'on  a 
plate'  from 
Winpharm 

A  limited  edition  of  collectors'  plates  (500) 
are  available  to  pharmacists  to 
commemorate  the  Hobbypharm  sailing 
club  trip  aboard  the  replica  galleon,  Golden 
Hinde. 

The  bone  china  plates  (£  1 8.85)  have  an 
"exclusive"  design  of  Sir  Francis  Drake's 
galleon  under  sail;  are  decorated  with  23ct 


gold,  and  hand  finished.  On  the  reverse  is 
an  inscription  relating  to  the  pharmacists' 
voyage  from  Troon  to  Liverpool  in  1982. 

Each  plate,  27cm  in  diameter,  comes 
with  plate  stand  and  in  a  satin  lined 
presentation  box.  And  for  every  plate 
purchased,  Winpharm  will  make  a  donation 
of  £2  to  Birdsgrove  House. 

The  plate  is  obtained  by  sending  a 
chegue  made  payable  to  Winpharm  at 
Sterling  Wmthrop  House,  St  Mark's  Hill, 
Surbiton,  Surrey  KT6  4PH. 


Gallup  on  line 

Gallup  are  going  on  line  with  their 
prescription  monitoring  service  from 
next  week. 

Initially  20  labelling  machines  will  be 
used  to  gather  information  on  dispensed 
drugs,  but  installations  are  planned  at  the 
rate  of  1 00  a  week,  and  Gallup  hope  to 
have  all  400  required  for  their  panel 
installed  by  the  end  of  February 

Fourteen  companies  have  already 
aqreed  to  purchase  data  from  Gallup  The 
company  is  not  pushing  the  service  at  the 
moment  until  it  can  provide  evidence  for  the 
success  of  the  project. 

A  labeller  supplied  by  Riva  Turnkey  is 
used  in  the  pharmacy  operation. 
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*  100,000  Imperial  Leather  Dry  Deodorants 
will  be  given  away  FREE  via  coupons  in  national 
Dress,  with  four  proofs  of  purchase  from 
imperial  Leather  Soap. 

*  And  colour  ads  in 
the  womens  press  will 
sell  the  whole  Imperial 
Leather  range. 
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More  in  store  for  the  80s. 
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Maltown 
comply  with 
6-week  ban 

Glaxo  Group  Ltd  accepted  interim 
undertakings  from  parallel  importer 
Malcolm  John  Town  and  Maltown  Ltd 
last  week  in  a  High  Court  action 
alleging  that  Ventolin  was  being 
marketed  in  counterfeit  packaging. 

Both  Mr  Town  and  the  company 
promised  not  to  sell,  advertise  or  deal  in  any 
inhalers  (for  at  least  six  weeks),  under  or  by 
reference  to  the  name  Allen  &  Hanbury's, 
or  the  A&H  plough  device,  or  any  other 
confusingly  similar  trade  mark,  contained  in 
any  packaging  similar  to  that  used  by  the 


plaintiffs  for  their  Ventolin  inhalers  in  this 
country. 

Glaxo  Group  Ltd,  Glaxo  Operations 
UK  Ltd  and  Allen  and  Hanburys  Ltd  allege 
in  their  action  infringement  of  copyright  and 
trade  mark  passing  off. 

The  undertakings,  which  in  similar  form 
to  permanent  injunctions  being  sought 
against  the  defendants,  do  not  prevent  them 
from  dealing  in  the  drug  provided  that  it  is 
in  the  original  packaging  and  was 
manufactured  by,  or  with  the  consent  of  the 
plaintiffs. 

They  will  remain  effective  for  at  least  six 
weeks,  until  preparations  for  the  effective 
hearing  are  complete. 

By  consent,  Mr  Justice  Nourse  approved 
a  timetable  for  evidence  and  directed  that 
the  case  could  be  listed  for  trial  any  time 
after  March  5. 


Advertising 
embargo? 

Proposals  to  embargo  advertising  of 
new  Pharmacy  only  over-the-counter 
medicines  have  received  the  thumbs 
down  from  the  Proprietary  Association 
of  Great  Britain,  the  OTC  industry's 
trade  body. 

Simon  Fitall,  product  manager  for  May 
&  Baker's  home  healthcare  division, 
recently  suggested  a  1 2-month  embargo  on 
consumer  advertising  of  certain  new  OTC 
products,  especially  those  transferred  from 
the  ethical  to  OTC  markets. 

He  feels  that  while  products  are  moved 
from  "POM  to  P"  only  after  satisfying 
government  regulations  problems  may  arise 
when  they  are  taken  without  advice  from  a 
pharmacist. 

Consumers  may  diagnose  their  own 
ailments  incorrectly,  and  heavy  advertising 
could  prompt  them  to  buy  a  product  in  the 
belief  there  is  no  need  to  consult  the 
pharmacist,  says  Mr  Fitall. 

Inquiries  made  by  C&D  indicate  the 
Pharmaceutical  Society  is  already  having 
informal  discussions  with  the  Department  of 
Health  on  similar  proposals. 

The  PAGB  say  the  movement  of  drugs 
off  the  Prescription  only  list  is  an  important 
new  development  and  occurs  only  after  a 


thorough  review  of  the  available  safety  data 
by  the  Department  of  Health.  "This  is  time 
consuming  and  costly.  Companies  will  only 
embark  on  this  course  if  they  believe  they 
can  get  a  commercial  return.  There  already 
has  to  be  a  period  of  consultation  over  the 
POM  order  and  any  additional  limitation  on 
advertising  would  be  wholly  unacceptable." 

The  PAGB  continues:  "If  the  products 
are  available  for  sale  why  should  consumers 
not  be  told  they  are  available?  The 
advertising  of  lbuprofen  products  has  been 
highly  responsible  and  well  received.  How 
many  pharmacists  would  have  stocked  the 
product  if  it  had  not  been  supported  by  any 
marketing  effort?" 

Any  advertisement  has  to  comply  with  a 
formidable  array  of  codes  of  practice. 
Television  advertisements  have  to  be 
approved  in  principal  by  the  Independent 
Broadcasting  Authority,  which  has  a 
medical  panel  and  is  responsible  to 
Parliament.  The  Independent  Television 
Companies  Association  vets  all  television 
advertisements  before  they  are  screened. 
Press  advertisements  have  to  comply  with 
the  Code  of  Advertising  Practice. 

For  medical  products  advertised  to  the 
consumers  the  PAGB  has  its  own  code  of 
standards,  which  must  be  complied  with  as 
a  condition  of  membership.  The  Committee 
on  Safety  of  Medicines  also  asked  the 
Department  of  Health  to  vet  ibuprofen 
advertisements. 


Campaign  to 
'save  NHS 

The  Trades  Union  Congress  this  week 
launched  a  campaign  to  "Save  your 
health  service". 

The  comprehensive  range  of  NHS 
services  is  threatened,  the  TUC  says,  by 
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cuts,  closures  and  withdrawal  of  services, 
job  losses  and  the  postponment  of  new  and 
necessary  developments. 

The  campaign  —  launched  after  C&D 
had  gone  to  press  —  will  culminate  in  "NHS 
day"  on  luly  5,  the  anniversary  of  the  NHS's 
formation  36  years  ago,  when  groups 
around  the  country  will  organise  regional 
activities  celebrating  its  achievements  and 
drawing  attention  to  the  current  threats. 


£  —  Stop  Press 

The  Government  is  to  introduce  a  clause 
in  the  Health  and  Social  Security  Bill  to 
clarify  the  law  under  which  it  is  able  to 
make  good  over-  or  underpayments  to 
contractors  retrospectively. 

in  a  Commons  statement,  made  as  C&D 
went  to  Press,  the  Secretary  for  Social 
Services  said  that,  exceptionally,  he  would 
make  a  special  adjustment  in  favour  of  post 
1980  contractors,  in  respect  of  clawback. 

Clawback  will  not  be  reimposed  till  the 
Bill  becomes  law 


Concern  over 
syringe  ads 

The  British  Medical  Association  has 
expressed  concern  over  television 
advertising  of  Plastipak  disposable 
syringes  in  the  London  area. 

The  BMA  told  C&D  they  had  not 
actually  seen  the  advertisement,  running  on 
Channel  4  in  the  London  area  until  about 
the  end  of  February,  and  were  not  making  a 
formal  complaint.  But  the  Association  is 
concerned  that  the  commercial  will 
persuade  diabetics  that  the  plastic  syringes 
are  better  than  the  metal  and  glass  ones 
available  free  on  the  National  Health. 

A  spokesman  for  Becton  Dickinson  who 
make  Plastipak,  said  the  approach  was 
tested  on  Anglia  television  and  the  company 
had  informed  the  Pharmaceutical  Society, 
the  British  Diabetic  Association  and 
pharmacists  of  their  activities. 


UCCA  for  polys 

The  Universities  Central  Council  on 
Admissions  is  to  extend  its  services  to 
polytechnics. 

It  is  planned  to  start  the  polytechnic 
scheme  in  1985  for  entry  in  September 
1 986.  The  scheme  was  agreed  following  a 
reguest  by  the  Committee  of  Directors  of 
Polytechnics.  The  initial  financial  contract 
will  be  for  a  period  of  four  operational 
years,  subject  to  review  after  two  years. 

The  agreement  will  provide  for  the 
setting  up  of  two  separate  but  parallel 
systems  of  entry.  Each  will  be  under 
separate  management  with  UCCA 
providing  computer,  copying  and  mailing 
facilities. 

A  separate  application  form  will  be 
reguired  in  each  system  and  decisions  on 
applications  will  be  made  by  individual 
polytechnics  in  the  same  way  as  they  are 
made  by  the  universities  at  present . 
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BEECHAM  PROPRIETARIES 

Prices  effective  from  27th  February,  1984 


Product  Description 


ALL  FRESH 

Clean  up  Squares  (10  tissues) 
Baby  Bottom  Wipes  (10  tissues) 

ASHTOM  &  PARSONS 

Infant'sTeething  Powders 
(20pdrs) 

BEECHAM'S  PILLS 

Standard  (50  pills) 
Large  (135  pills) 
Envelope 

BEECHAM'S  POWDERS 

Standard  (8  pdrs) 
Large  (20  pdrs) 
Single  Powder 
Mentholated  (8  pdrs) 
CapsulesStandard  (10  Capsules) 
Capsules  Large  (20  Capsules) 

BEECHAM'S  POWDERS  TABLET  FORM 

Standard  (18  tablets) 
Large  (36  tablets) 

CEPHOS 

Powders  (8  powders) 
Tablets  (16  tablets) 

DAY-NURSE  (160ml) 

DINNEFORDS 

Magnesia  Gripe  Mixture  (125ml) 

DIOCALM 

Standard  (48  tablets) 
Family  (88  tablets) 

ELLIMANS  EMBROCATION 

Standard  (70ml) 
Large  (110ml) 

ENO  FRUIT  SALT  &  LEMON  FLAVOUR 

Sachet  (10  sachets) 
Standard  (109g) 
Large  (218g:  not  lemon) 

FYNNON  SALT  (200g) 

FYNNON  CALCIUM  ASPIRIN 

Standard  (24  tablets) 
Large  (48  tablets) 

GERMOLENE 

Medicated  Footspray  (120g) 
Medicated  Plasters 
New-Skin  (12ml) 

GERMOLOIDS 

Suppositories  Standard 

(12supp.) 
Suppositories  Large  (24  supp.) 
Ointment  (25g) 
ToiletTissues  (10  sachets) 


Sales  Retail  Units  Standard 
Status      Price      per  Wholesale 


per 

Case 

Price 

Unit 

PerCas 

i  nci. 

cxci. 

WAT 
VH  1 

VAT 

Pence 

€ 

52 

1  ? 

4.1  5 

6  7 

1  2 

5.34 

GSL 

69 

6 

2.75 

GSL 

75 

12 

5  98 

GSL 

1  30 

6 

5  1  8 

GSL 

23 

24 

3.67 

GSL 

75 

24 

11.96 

P 

123 

6 

4.90 

GSL 

1  2 

60 

4.78 

GSL 

75 

1  2 

5.98 

GSL 

77 

12 

6.14 

GSL 

1  24 

1  2 

9.89 

GSL 

84 

12 

6.70 

P 

1  1  5 

6 

4.58 

GSL 

75 

12 

5.98 

GSL 

75 

1  2 

5.98 

P 

1  88 

6 

7.49 

GSL 

82 

12 

6.54 

PCD1 

125 

12 

9.97 

PCD1 

200 

6 

7.97 

GSL 

80 

12 

6.38 

GSL 

1  1  0 

1 2 

8.77 

GSL 

79 

12 

6.30 

GSL 

105 

6 

4.1  9 

GSL 

170 

6 

6.78 

GSL 

82 

1  2 

6.54 

P 

84 

12 

6.70 

P 

135 

6 

5.38 

GSL 

110 

6 

4.38 

* 

70 

12 

5.58 

* 

85 

6 

3.39 

GSL 

103 

12 

8.21 

GSL 

184 

3 

3.67 

GSL 

103 

12 

8.21 

* 

90 

6 

3.59 

Product  Description 


IRON  JELLOIDS 

Standard  (90  tablets) 
Large(160  tablets) 

MACLEAN  INDIGESTION  REMEDIES 

Tablets  Standard  (24  tablets) 
Tablets  Large  (48  tablets) 
Powder  Large 


NAPPICARE  liquid  nappy  cleanser 
Standard  (240ml) 
Large(520ml) 

NIGHT-NURSE  (160ml) 

PHENSIC 

Handy  (12  tablets) 
Standard  (24  tablets) 
Medium  (50  tablets) 
Large  (100  tablets) 
Strip  (6  tablets) 

PHOSFERINE 

Standard  Tablets 
LargeTablets 
Large  Liquid 

PHYLLOSAN 

Standard  (60  tablets) 
Medium  (110  tablets) 
Large  (200  tablets) 

RALGEX 

Balm  (40g) 
Stick  (28g) 

SCOTT'S  EMULSION 

Medium  (200ml) 
Large(450ml) 

SETLERS 

1  roll  (10  tablets) 
3  roll  (30  tablets) 
5  roll  (50  tablets) 
10  roll  (100  tablets) 


STEEDMAN'S  Teething  Jelly 
SUCRETS  (24  lozenges) 

YEAST-VITE 

Standard  (20  tablets) 
Large  (50  tablets) 


Sales      Retail  Units  Standard 

Status      Price  per  Wholesale 

per  Case  Price 
Unit  PerCase 
Incl.  Excl. 
VAT  VAT 


Pence 

£ 

p 

1  50 

6 

5.98 

p 

240 

3 

4.78 

GSL 

73 

12 

5.82 

GSL 

1  1  9 

6 

4.74 

GSL 

1  1  9 

6 

4.74 

*  88      12  6.89 

*  170        6  6.65 


P  188        6  7.49 


GSL 

45 

24 

7.18 

GSL 

75 

24 

11.96 

P 

107 

6 

4.27 

P 

1  77 

6 

7.06 

GSL 

26 

36 

6.22 

GSL 

75 

12 

5.98 

GSL 

1  29 

6 

5.14 

GSL 

1  29 

6 

5.14 

GSL 

1  30 

6 

5.18 

GSL 

1  95 

4 

5.18 

GSL 

295 

1 

1.96 

GSL 

76 

1  2 

6.06 

GSL 

84 

12 

6.70 

P 

1  75 

6 

6.85 

P 

350 

6 

1  3.70 

GSL 

25 

24 

3.99 

GSL 

60 

12 

4.78 

GSL 

87 

12 

6.94 

GSL 

125 

6 

4.98 

P 

90 

12 

7.04 

GSL 

86 

1  2 

6.86 

GSL 

75 

12 

5.98 

GSL 

1  35 

6 

5.38 

MAC  LOZENGES 

Medicated/Honey- Lem/Blackcurrant  Flavogr 

Tube  (12  lozenges)  GSL  23      36  5.50 

Carton  (27  lozenges)  GSL  52      24  8.29 


All  case  forms  subject  to  the  addition  of  15%  Value  A  dded  Tax.  All  abo  ve  prices  are  Resale  Price 
Maintained  except  those  marked  *  in  Sales  Status. 

GSL:   Medicine  for  General  Sale  Wholesalers  must  hold  a  Wholesale  Dealer's  licence 
(Medicines  Act.  1968.) 

P :  Sale  is  restricted  to  persons  lawfully  conducting  a  Retail  Pharmacy  business  or  to  holders  of  a 
Wholesale  Dealer's  Licence  (Medicines  Act.  1968)  for  sale  to  the  lawful  conductor  of  a  retail 
pharmacy. 

PCD1 :  Sale  is  restricted  to  persons  lawfully  conducting  a  Retail  Pharmacy  business  or  to  holders  of  a 
Wholesale  Dealer's  Licence  (Medicines  Act.  1968)  and  registered  under  Schedule  1  of  the 
Misuse  of  Drugs  Regulation.  19  73.  for  sale  to  the  lawful  conductor  of  a  retail  pharmacy. 
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—■TOPICAL  REFLECTIONS! 

By  Xrayser 


NPA  "On  TV 


Wholesalers 
battle  snow 


I  Unichem's  travel  agency  Soler  Tounste 
took  a  record  number  of  bookings  last  year 

Members  made  a  total  of  3,70 1 
bookings  in  1983.  This  includes  2,885  full 
holidays,  458  flights  and  358  "others." 


Now  for  the  good  news.  The  National 
Pharmaceutical  Association  is  to  bring  the 
publicity  campaign  to  our  televisions.  I  just 
can't  wait  to  see  the  20  second  commercial 
on  the  theme:  "Before  you  take  anything 
else,  take  your  pharmacists  advice." 

Obviously  not  everyone  in  the  country  is 
going  to  see  it  since  national  cover  would 
cost  about  £400,000,  and  we  have  not  yet 
fully  accepted  the  thought  of  spending 
nearly  £40  per  shop  just  to  be  recognised 
nationally  and  talked  about.  I  would  be  the 
last  one  to  suggest  each  shop  should  even 
consider  putting  up  a  sum  approaching 
0.02  per  cent  of  an  average  small  turnover 
for  no  direct  return.  But  I  have  a  feeling, 
now  the  ice  has  been  broken  with  some 
success  already,  the  thought  of  seeing  a 
more  tangible  effect  by  means  of  television 
is  attractive  enough  for  even  the  most 
reserved  of  us  to  look  at  an  advertising 
budget  managed  by  the  NPA  as  the  most 
considerable  bargain  of  all  time  —  even 
were  it  to  amount  to  0.0 1  per  cent  of  an 
individual  turnover  figure!  As  for  the  nature 
of  what  is  advertised,  I  reckon  there  is  a  lot 
of  scope  to  get  the  message  across 

How  about  a  series  of  sketch  ads  based 
on  the  concept  of  advice  being  asked  ...  or 
taken  from  wholly  inappropriate  people? 
Finishing  up  with  the  question:  "Would  you 
go  to  (say)  the  vicar,  fishmonger,  the 
newsagent,  or  the  grocer  for  advice  on  your 
medicines  or  treatments?  Of  course  not, 
You  go  to  your  pharmacist  —  First!" 


Discreet  

Everyone  I  have  spoken  to  has  been 
wondering  what  the  Society  was  going  to 
do  about  the  call  by  Mr  Tanna  for  it  to 
organise  a  campaign  for  the  ownership  of 
pharmacies  by  pharmacists.  And  now  we 
know  They  are  going  to  be  discreet!  I  like 
it.  What  a  marvellous  way  around  an 
impossible  situation.  There  isn't  a  chance  in 
Hell  of  an  overnight  revolution  which  would 
allow  anyone  in  this  country,  let  alone  our 
Society,  to  force  the  owners  of  pharmacies, 
be  they  Boots  or  any  other  financial  or 
commercial  institution,  to  sell  them  to 
deserving  pharmacists.  The  idea  is 
great  .  .  .  and  absurd.  For  Ash  win  Tanna  or 
any  other  pharmacist  to  think  the  Society 
can  somehow  be  forced  to  perform  this 
miracle  by  the  wave  of  opinion,  or  a  show  of 
hands  or  a  referendum  is  unreal.  But  at  least 
we  can  institute  a  serious  study  on 
ownership. 

I  can  understand  Mr  Tanna's  bitter 
disappointment  at  the  negative  result  of  his 


efforts.  But  I  am  more  disappointed  that, 
having  raised  a  banner  "Pharmacy  for 
Pharmacists",  and  waved  it  for  a  whole 
year,  ho  less,  he  is  not  even  trying  to  get  to 
the  sharp  end  of  things,  by  standing  for 
Council.  He  is  to  leave  it  to  three  other 
candidates  who  are  going  to  stand  on  a 
pharmacy  for  pharmacists  ticket. 

Let  me  tell  them  something.  I  think  the 
idea  ideal.  But  unless  they  can  come  up  with 
a  plan  showing  some  feasible  route  to  our 
rightful  father/mother-land,  they  will  be 
wasting  their  time  in  this  matter  at  least.  I'll 
vote  for  anyone  who  says  clearly  what  his 
ideals  are,  what  his  immediate  aims  are,  and 
how  he  thinks  they  might  be  fulfilled.  But  its 
no  use  shouting  unless  you're  willing  to  step 
forward  when  the  marching  begins  — 
although  it  might  be  called  discreet. 


Spring  again 

"Oh  Lor,"  I  thought  as  the  smiling  rep  stood 
courteously  aside  for  the  customer,  "It  can't 
be  Spring  already?" 

I  watched  the  snow  melting  off  his  shoes 
into  the  carpet,  and,  as  soon  as  I  was  free, 
waved  the  rep  into  the  backroom  to  show 
me  the  deal.  Suntan  preps.  How  I  hate  this 
annual  guess-tea-mate!  How  do  I  know  what 
sort  of  weather  we  will  get?  Anyway  off  we 
trundle  through  the  routine  of  a  suggested 
order  for  about  three  times  normal  needs, 
put  forward  in  a  reasonable  voice,  as  being 
a  reasonable  quantity  for  a  shop  of  this  size! 
Screams  of  anguish  as  I  clutch  for  my 
trinitrin  and  a  cup  of  tea.  Eventually  we 
arrive  at  a  figure  which  gives  me  a  new 
stand  and  an  uplift  of  duff  stock. 

Last  week  a  couple  of  sunglass 
merchants  gave  me  the  armtwist,  but  failed 
to  budge  me  from  the  one  supplier  who  has 
honestly  done  what  he  promised  to  last 
year.  Gave  me  good  saleable  stock  and 
took  back  what  was  left.  It  wasn't  so  daft  for 
him  either,  because  although  I  took  an 
enormous  stand,  carrying  at  least  three 
times  the  number  of  glasses  I  ever  sold  in  a 
whole  year,  the  sheer  variety  and  display 
doubled  my  sales,  leaving  him  to  take  back 
only  a  third.  I  hope  it  wasn't  just  the 
weather!  Oh  well,  back  to  the  blizzards. 


Wart  a  laugh 

Did  you  notice  the  heading  last  week:  "ASA 
on  Warts"?  It  must  be  the  way  my  mind 
works  for  I  found  myself  wondering  why 
warts  should  need  a  film  speed  rating .  But 
no,  ASA  referred  to  the  Advertising 
Standards  Authority,  dealing  with  some 
doubting  Thomas  who  didn't  believe  that 
Compound  W  would  get  rid  of  warts 
painlessly.  Warts  wrong  with  him 7 


Wholesalers  contacted  by  C&D  earlier 
this  week  were  coping  well  with  the 
bad  weather. 

Scotland  was  worst  hit,  but  VeStnc  say 
that  by  Tuesday  all  their  usual  customers 
had  been  served,  although  some  deliveries 
were  late.  On  Monday  the  Police  were 
preventing  vehicles  leaving  Aberdeen,  but 
goods  were  delivered  next  day.  A  couple  of 
vans  from  the  Edinburgh  branch  were 
stranded  in  Peebles  when  roads  became 
blocked  with  snow,  so  the  drivers  were  put 
up  by  their  pharmacist  customers. 

Private  aeroplanes  were  used  to  deliver 
goods  from  the  Glasgow  branch  to 
Campbell  town  and  the  Mull  of  Kintyre. 
Other  alternative  means  of  transport  such  as 
Land  Rovers,  private  cars  and  taxis  had 
been  used  because  vans  were  unable  to 
travel  quickly  on  the  icy  roads. 

A  spokesman  for  Macarthys  said:  "As 
usual,  our  drivers  are  coping 
magnificently  ."  Some  deliveries  have  been 
late,  but  frequency  was  about  the  same  as 
usual  Manchester  and  Glasgow  branches 
were  worst  affected. 

Unichem  also  praised  the  "superhuman" 
efforts  of  their  drivers.  One  had  spent  two 
nights  in  a  hotel  when  he  became  stranded 
in  the  far  North  of  Scotland. 

On  Monday  over  20  customers  in  this 
region  were  without  deliveries,  but  the  rest 
had  received  one  or  two  a  day .  There  had 
also  been  difficulties  in  the  Newcastle,  Leeds 
and  Sheffield  areas.  Police  assistance  was 
enlisted  to  take  urgent  medicines  to  the 
more  remote  districts. 

Hall  Forster  &  Co,  Newcastle  on  Tyne, 
said  they  were  coping  well,  although  two 
vans  were  stranded  between  Alnwick  and 
the  Scottish  Border,  and  would  have  to  stay 
there  until  the  snow  thawed.  British  Rail 
were  being  used  as  an  alternative  means  of 
transport  where  necessary,  and  goods  were 
getting  through  to  all  but  the  most  isolated 
pharmacies. 

Pharmacy  Mutual  Insurance  have  been 
mnundated  with  requests  for  claim  forms, 
mainly  from  pharmacists  whose  roof  tiles 
have  been  blown  off  in  the  gales.  It  would 
be  some  weeks  before  builders  had 
submitted  estimates  and  the  total  damage 
was  known,  a  spokesman  said  Snow  did  not 
usually  cause  damage  until  it  thawed,  when 
flooding  might  be  a  hazard. 
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PRESCRIPTION  SPECIALITIES 


Halin  tabs 


Manufacturer  Nicholas  Laboratories  Ltd, 
PO  Box  17,  225  Bath  Road,  Slough 
Description  White,  bi-convex,  sugar 
coated,  repeat  action  tablets  containing 
dexbrompheniramme  maleate  6mg  and 
pseudoephednne  sulphate  120mg. 
Ingredients  are  egually  distributed  between 
tablet  core  and  coating 
Indications  Relief  of  symptoms  of  upper 
respiratory  mucosal  congestion  associated 
with  common  cold,  seasonal  and  perennial 
nasal  allergies,  acute  rhinitis,  rhinosmusitis, 
influenza  and  eustachian  catarrh  and 
obstruction 

Dosage  Adults  and  children  over  12  years: 
one  tablet  every  1 2  hours  in  the  morning 
and  at  bedtime.  In  severe  conditions  one 
every  eight  hours  may  be  required.  Not 
recommended  in  children  under  1 2  years 
Contraindications,  precautions  etc 
Contraindicated  in  patients  with 
hypertension  and  severe  coronary  artery 
disease;  or  patients  treated  with  monoamine 
oxidase  inhibitors  or  within  two  weeks  of 
stopping  them .  Should  not  be  used  in 
pregnant  women  or  nursing  mothers.  May 
cause  drowsiness  which  would  be  enhanced 
by  alcohol  or  other  CNS  depressants. 
Caution  in  patients  with  prostatic 
hypertrophy,  hyperthyroidism,  glaucoma, 
severe  hepatic  and  renal  disease 
Packs  Box  of  100  (£8  trade) 
Supply  restrictions  Prescription  only 
Issued  January  1 984 

Rhinocort  nasal 
aerosol 

Manufacturer  Astra  Pharmaceuticals  Ltd, 
Home  Park  Estate,  Kings  Langley,  Herts 
Description  Metered  dose  aerosol  for 
nasal  application  delivering  50  micrograms 
budesonide  per  actuation 
Indications  Seasonal  and  perennial 
allergic  rhinitis  and  vasomotor  rhinitis 
Dosage  Two  applications  into  each  nostril 
morning  and  evening.  When  good  effect  is 
achieved  the  dose  may  be  reduced  to  one 
application  in  each  nostril  twice  daily 
Contraindications,  warnings  etc 
Special  care  needed  in  fungal  and  viral 
infections  in  the  airways,  and  in  patients  with 
lung  tuberculosis.  Avoid  administration  in 
pregnancy  unless  essential.  No  information 
on  passage  into  breast  milk.  Full  effect 
occurs  after  a  few  days.  Concomitant 
antihistamine  may  be  needed  to  counteract 
potential  eye  symptoms.  Nasal  mucosa 
should  be  inspected  at  least  once  a  year  in 


long-term  therapy.  Continuous  long-term 
treatment  not  recommended  in  children. 
Occasionally  sneezing  attacks  may  follow 
immediately  after  use.  Slight  haemorrhagic 
secretion  may  occur 
Packs  200  dose  aerosol  (£5.66  trade) 
Supply  restrictions  Prescription  only 
Issued  January  1984 


Meptid  tabs 

Manufacturer  Wyeth  Laboratories, 
Huntercombe  Lane  South,  Taplow, 
Maidenhead,  Berks. 
Description  Oval,  orange,  film -coated 
tablets  marked  "WYETH"  on  one  side, 
14.5mm  long  containing  200mg  meptazinol 
Further  information  Meptazinol  is  an 
analgesic  with  no  anti-inflammatory  effect .  It 
has  little  sedative  effect,  few  CNS  effects  in 
general  and  a  volunteer  study  indicates  no 
interaction  with  alcohol.  Constipation  is 
rare  Available  evidence  indicates  no 
significant  addiction  potential  and  no 
euphoric  effects.  Meptazinol  is  eliminated 
rapidly  via  the  kidney.  The  mam  metabolite 
is  a  glucuronide  conjugate.  There  is  no 
accumulation  of  drug  or  active  metabolites 
Indications  Short-term  treatment  of 
moderate  pain,  including  that  associated 
with  rheumatoid  and  osteoarthritis,  post 
traumatic  pain,  dysmenorrhoea,  post- 
operative pain  and  musculoskeletal  pain 
Dosage  Adults:  200mg  three  to  six  hourly 
as  required.  Usually  one  tablet  four  hourly. 
Not  evaluated  for  use  in  children 
Precautions  Caution  in  patients  with 
hepatic  or  renal  insufficiency  or  those  with 
severely  compromised  respiration.  Should 
not  be  given  to  pregnant  or  lactatmg 
women  unless  essential.  Side  effects  include 
dizziness,  nausea  and  vomiting 
Packs  Cartons  of  1 00  (£  1 2 . 38  trade) 
Supply  restrictions  Prescription  only 
Issued  January  1984 


Three  from  ICI 

Nolvadex  forte  tablets,  half-Inderal  LA 
capsules  and  hospital-only  Hibitane  UDB 
are  being  introduced  by  ICI. 

Nolvadex  forte  tablets  (30,  £27.14 
trade)  are  white,  elongated,  octagonal 
tablets  with  a  bisection  line  and  marked 
"Nolvadex-forte"  on  one  face  and  ICI  on  the 
other.  Each  tablet  contains  tamoxifen  citrate 
equivalent  to  40mg  tamoxifen.  They  are 
indicated  for  breast  cancer  and  infertility. 

Half-Inderal  LA  capsules  ( 10  x  28, 
£44.80  trade)  are  presented  as  size  3 
gelatin  capsules  with  a  clear  pink  body  and 
opague  pale  lavender  cap  bearing  the  ICI 
roundel  and  marked  "Half  Inderal  LA"  in 


black  ink.  Each  contains  80mg  propronolol 
hydrochloride.  The  capsules  are  indicated 
in  the  management  of  angina,  anxiety  and 
essential  tremor,  adjunctive  management  of 
thyrotoxicosis  and  prophylaxis  of  migraine. 

In  hypertension  half-Inderal  LA  may  be 
used  as  a  starting  dose  in  appropriate 
patients  or  for  gradual  dose  alteration. 

Hibitane  UDB  (urinary  drainage  bag)  is 
a  hospital  only  5  per  cent  concentration  of 
chlorhexidine  presented  in  1 5ml  undine. 
ICI  pic  (pharmaceutical  division),  Alderley 
Park,  Macclesfield,  Cheshire. 

Floxapen  range 
expanded 

Beecham  Research  Laboratories  are 
introducing  Floxapen  syrup  forte,  250mg  in 
5ml  (100ml  £6.84  trade)  and  hospital-only 
ward  packs  of  Floxapen  Unidose  sachets 
20  X  1 25mg  on  January  30. 

Floxapen  syrups  are  now  formulated 
with  magnesium  flucloxacillin  instead  of 
sodium  flucloxacillin  and  reconstitute  to  a 
suspension  rather  than  a  clear  syrup. 
Stability  of  the  reconstituted  product  is 
increased  to  1 4  days  and  palatability  has 
been  improved,  say  Beecham  Research 
Laboratories,  Beecham  House,  Great  West 
Road,  Brentford,  Middlesex  TW8  9BD. 

Thymoxamine 
Minims 


Manufacturer  Smith  &  Nephew 
Pharmaceuticals  Ltd,  Bampton  Road, 
Harold  Hill,  Romford,  Essex  RM3  8SL 
Description  Single  use,  clear,  colourless 
sterile  eye  drops,  available  as  a  0.5  per  cent 
w/v  solution  of  thymoxamine  hydrochloride 
Indications  Reversal  of  mydriasis  caused 
by  phenylephrine  and  other 
sympathomimetics 

Administration  One  drop  as  required 
Contraindications,  warnings  etc  Initial 
transient  burning  sensation  may  be 
experienced  on  instillation.  Transient  ptosis 
may  occasionally  occur.  Minimal 
conjunctival  hyperaemia  generally  occurs 
but  passes  after  a  few  hours 
Pharmaceutical  precautions  Store  at 
2°C  to  8 '"'C.  Do  not  expose  to  strong  light. 
Discard  one  month  after  removing  from 
refrigerated  storage 
Packs  Carton  of  20  units  (£4. 1 2  trade) 
Supply  restrictions  Prescription  only 
Issued  January  1984 

Prescription  Briefs  on  pi  64 


1.82 
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MORE 
CHEMISTS 

ARE 
TURNING 


TO  SPORT. 


ProSport  is  a  scientifically  designed, 
superbly  presented  and  significantly 

better  range  of  surgical 

support  products. 

ProSport  incorporates  medically 
approved  features  underlined  by 
its  strong  sports  flavour  and  appeal. 


MADE  TO  MATCH  BY  SETON 

Skilfully  researched, 
stylishly  packaged,  sharply  priced  and 
sold  through  chemists. 


MADE  VERSATILE  BY  SETON 

For  most  types  of  joint  injuries, 
sprains  and  strains  to  ankles,  knees, 
wrists  and  elbows. 


MADE  TO  LAST  BY  SETON 

On  or  off  the  field. 
All  game  or  all  day  through. 

MADE  TO  SELL  BY  SETON 

Through  advertising  in  national  press 
and  major  sports  publications. 


— — — —  THE  TUBIGRIP  PEOPLE 

Tubiton  House  ■  Oldham  ■  OL1  3HS  England  -  Tel:  061-652  2222  Telex:  669956  (Seton  G) 


COUNTERPOINTS 


Sports  support 
from  Seton 

Seton  have  introduced  Prosport,  a  new 
range  of  joint  supports  to  fit  the  knee,  ankle, 
wrist  and  elbow,  and  aimed  specifically  at 
the  sportsman.  They  are  expected  to 
become  popular  as  research  shows  that  30 
per  cent  of  all  adults  are  involved  in  a 
participatory  sport  —  that's  1 3  million 


people  in  this  country  alone. 

The  supports  feature  variable 
compression,  meaning  that  more  support  is 
given  directly  over  the  joint.  The  support 
given  lessens  along  the  limb,  ensuring 
increased  comfort  and  no  restriction  in 
movement,  say  Seton. 

The  knee  support  is  anticipated  to  be  the 
most  widely  used  —  22.5  per  cent  of  all 
sports  injuries  occur  in  the  knee  joint  —  and 
it  has  been  designed  to  give  effective 
support  to  damaged  ligaments  and  muscles. 
The  ankle  is  also  a  common  site  for  injuries 
with  about  1 4  per  cent  occurring  here.  The 
support  maintained  by  using  Prosport  helps 
both  treat  and  prevent  stress  injuries  while 
the  figure-of-eight  design  means  it  can  be 
comfortably  worn  with  either  sports  or 
everyday  footwear,  say  Seton. 

Throughout  the  range  the  construction 
of  the  support  means  that  it  will  not  slip  or 
wrinkle  while  in  use,  and  remains 
comfortably  in  position  for  long  periods  of 
time. 

The  elbow  support  is  similar  in 
construction  to  the  knee,  having  a  "ring  of 
support"  feature  and  a  band  of  reduced 
tension  over  the  inner  aspect  of  the  joint.  All 
the  supports  are  white  with  a  distinctive  logo 
in  claret  and  sky-blue  which  is  followed 
through  onto  the  packaging. 

A  total  of  48  supports  are  contained  in  a 


table  top  merchandiser.  Recommended 
retail  prices  are  £  1  45  for  the  wrist  support 
and  £2.45  for  the  knee,  ankle  and  elbow 
supports.  The  merchandiser  is  available  to 
chemists  at  a  special  launch  price  of 
£55.20.  Seton  see  the  range  as  a  natural 
extension  of  their  existing  business  in 
chemists,  and  are  backing  the  launch  with 
an  intensive  advertising  campaign  in 
national,  trade  and  consumer  Press.  Seton 
Products  Ltd,  Tubiton  House,  Medlock 
Street,  Oldham,  Lanes  OL1  3HS. 


Blistering  news 


Lewis  Woolf  Griptight  are  now  offering  their 
trainer  mouthpiece  in  separate  blister  packs 
(£0.29)  in  similar  style  to  their  juice  teats. 
Blisters  are  supplied  in  POS  cartons  of  1 5. 
Lewis  Woolf  Griptight  Ltd,  144  Oakfield 
Road,  Selly  Oak,  Birmingham  B29  7EE. 

Ad-dendum 

Prices  for  Curity  Snugglers  Size  4  toddler 
(5  x  36)  in  the  Vestnc  advertisement 
appearing  in  this  issue  should  be  Vestnc 
price  £4.2 1  and  Vantage  price  £4.02  and 
not  as  shown 


PRESCRIPTION  SPECIALITIES: 


Continued  from  pi  62 


UK  licence  for 
vaccine 


Diphtheria  vaccine  for  adults  (absorbed) 
manufactured  by  the  Swiss  Serum  and 
Vaccine  Institute,  Berne,  is  now  licensed  in 
the  UK  for  primary  immunisation  and  the 
reinforcement  of  immunity  to  diphtheria  in 
persons  over  1 0  years  of  age. 

The  vaccine  is  intended  primarily  for 
reinforcement  of  immunity  in  persons,  such 
as  hospital  staff,  particularly  at  risk  of 
infection.  The  small  quantity  of  diphtheria 
toxoid  is  said  to  be  insufficient  to  cause  the 
reactions  that  occur  with  the  conventional 
formulation  and  the  vaccine  may  be  given 
without  prior  Schick  testing. 

Presented  in  boxes  of  10x0. 5ml 
ampoules  (£2.50  per  ampoule)  the  vaccine 
is  expected  to  be  available  towards  the  end 
of  February  from  Regent  Laboratories.  The 
vaccine  carries  a  three-year  shelf  life  when 
stored  between  2"C  and  8"C.  Regent 
Laboratories  Ltd,  Cunard  Road,  London 
NW106PN. 

Provera  tablets  2Q0mg:  Provera  tablets 


200mg  (60,  £44.40  trade)  are  to  be 
launched  on  February  1 . 

Upjohn  say  this  is  part  of  a  programme 
to  meet  the  trend  of  higher  dose  therapy, 
particularly  for  the  treatment  of  breast 
cancer  where  a  dose  of  400mg  to  800mg 
per  day  may  be  given.  Doses  of  1 ,000mg 
daily  have  been  used  although  the 
incidence  of  side  effects,  such  as  indigestion 
and  weight  gain,  increase  with  dose,  says 
the  company . 

A  reformulated  1  OOmg  Provera  tablet  is 
being  introduced  as  current  stocks  are 
exhausted.  The  new  tablet  is  slightly  smaller 
and  flatter  (price  and  marking  unchanged) 
and  shows  improved  bioavailability,  say 
Upjohn  Ltd,  Fleming  Way,  Crawley,  West 
Sussex  RH102NJ. 
Glucophage  tabs  debossed: 
Glucophage  tablets  are  to  be  identified  by 
debossing  instead  of  printing.  The  500mg 
tablets  are  marked  "GL  500"  and  850mg 
tablets  "GL  850".  Lipha  Pharmaceuticals 
Ltd,  Cadwell  Lane,  Hitchin,  Herts. 
Roche  livery  change:  Librium  capsules 
1 00  x  1  Omg  are  now  marked  "LIB"  above 
"  1 0"  in  red-brown  along  cap  and  body  and 
are  packed  in  Sauter  livery  (initial  batch 
4 1 3400).  Sauter  Laboratories,  division  of 
Roche  Products  Ltd,  PO  Box  8,  Welwyn 
Garden  City,  Herts  AL7  3 A  Y. 


Dromoran  tabs  shrink-wrapped:  An 

unlabelled  shrink-wrapped  pack  of  10  x  50 
Dromoran  tablets  1 .5mg  replaces  the  blister 
pack.  A  labelled  card  carton  of  50  tablets 
replaces  the  transparent  plastic  carton.  The 
remaining  items  of  the  company's  "CD" 
range  are  to  be  packed  similarly  in  the  near 
future.  Roche  Products  Ltd,  PO  Box  8, 
Welwyn  Garden  City,  Herts. 
Bisolvon  reformulated:  Bisolvon  elixir 
now  contains  menthol.  Bottles  will  be 
marked  "New  formulation,  new  flavour", 
but  the  elixir  will  not  look  appreciably 
different,  say  Boehringer  fngelheim  Ltd, 
Southern  Industrial  Estate,  Bracknell, 
Berkshire  RG1 2  4YS. 
Lomotil  liquid  in  100ml  bottles:  A 
100ml  bottle  of  Lomotil  liquid  (£3.73  trade) 
replaces  the  60ml  bottle.  Searle 
Pharmaceuticals,  Whalton  Road,  Morpeth, 
North  umberland. 

1 00ml  Triominic  syrup:  A  1 00ml  bottle  of 
Triominic  syrup  (£  1 .20  rsp)  replaces  the 
1 50ml  size.  Dorsey  Laboratories,  division  of 
Sandoz  Products  Ltd,  PO  Box  Horsforth  No 
4,  Calverley  Lane,  Horsforth,  Leeds. 
Dansac  Supersquare  on  FP10:  Dansac 
Supersguare  ostomy  system  has  been  given 
FP 1 0  approval.  Cambmac  Instruments  Ltd, 
Denny  Industrial  Estate,  Denny  End  Road, 
Waterbeach,  Cambridge. 
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GOLD 


Triogesic  provides  just  the  right  combination  of  decongestant  and 
analgesic  to  quickly  relieve  the  blocked  nose  and  headaches  of  colds 
and  sinusitis. 

Free  from  antihistamines,  Triogesic  relieves  cold  symptoms  without 
drowsiness -an  important  feature  for  those  who  must  stay  alert. 
Suitable  for  both  adults  and  children,  Triogesic  is  available  either  as 
tablets  or  a  pleasant  tasting,  cherry  flavoured  liquid. 

SETTING  PROFESSIONAL  STANDARDS  IN  COLD  CARE 


dications:  Decongestion  and  pain  relief  in  colds,  sinusitis  and  otitis  media  Dosage  and  Administration:  Adults  -  1  or  2  tablets,  or  4  x  5ml  spoonfuls  of  elixir,  every  four  hours  Do  not 
:ceed  8  tablets  or  8  doses  of  elixir  in  24  hours  Children  6  years  and  over  -  half  a  tablet,  or  2  x  5ml  spoonfuls  of  elixir,  every  4  hours  Do  not  exceed  4  tablets  or  4  doses  of  elixir  in  24  hours 
)ildt  en  !  to  5  years  -  1  or  2  x  5ml  spoonluls  ol  elixir  every  4  hours  Do  not  exceed  4  doses  in  24  hours  Contra-indications,  Precautions:  Hypertension,  heart  failure,  glaucoma,  urinary 
tendon,  receiving  MAOI's,  beta-blockers  Presentations:  Tablets  containing  12  5  mg  Phenylpropanolamine  Hydrochloride  BP  and  500  mg  Paracetamol  PhEur  Elixir  containing  3  mg 
lenylpropanolamine  Hydrochloride  BP  125  mg  Paracetamol  PhEur  and  0  5ml  Fthanol  (96%)  in  5ml  Basic  NHS  Cost:  Containers  of  12  tablets,  £0  38  Containers  of  30  tablets.  CO. 73 
ittles  ol  100ml  elixir,  £0  70,  Bottles  of  150ml  elixir.  £0  82  Product  Licence  Numbers:  Tablets  PL/0101/5907  Elixir  PL/0101/5908 

irthei  information  is  available  on  request  from  Dorsey  Laboratories.  98  The  Centre.  Feltham,  Middlesex  TW13  4EP  Triogesic  is  a  Trade  Mark  TR  21  0883 


Doiye 

LABORATORIES 


counterpoints™  - 


Top  hat  &  tails 
'look'  for  Durex 


The  Durex  Black.  Shadow  the  contraceptive 
sheath  is  to  be  relaunched  and  repackaged. 
Featuring  an  elegant,  sophisticated 
Hollywood-style  gentleman  in  top  hat  and 
tails,  the  new  pack  is  the  final  phase  in  the 
redesign  of  all  the  major  Durex  brands. 

LRC  believes  that  the  chic,  elegant, 
Black  Shadow  pack  will  considerably  help 
to  boost  its  sales. 

Currently  black  and  other  "fun"  sheaths 
are  purchased  by  regular  sheath  users  in 
addition  to  their  usual  brand  on  an 
occasional  basis,  says  LRC.  By. up-dating 
the  packaging,  the  company  hopes  to  gam 


BMICfc 


The  POS  sale  stand  for  LRC's  new-look 
Black  Shadow  contraceptive  reflects  the 
'chic',  sophisticated  image  the  company  is 
seeking  to  project. 


sales  from  non-sheath  users,  particularly  in 
the  younger  age  group. 

To  mark  the  new  "look",  LRC  are 
running  a  consumer  promotion  with  a 
Hollywood  theme  —  the  same  as  that  of  the 
new  pack.  Customers  who  buy  two  packs  of 
Black  Shadow  are  entitled  to  enter  The 
competition  is  based  on  films  and  film  stars 
with  a  first  prize  of  an  all-expenses  paid  two- 
week  holiday  for  two  in  Hollywood 

Details  of  the  competition  are  carried  on 
a  display  card  which  holds  the  competition 
entry  leaflets  and  fits  into  the  outer  A  trade 
competition  is  also  planned,  details  of  which 
are  available  from  LRC  representatives. 
The  Black  Shadow  three-pack  retails  for 
£0.75  and  comes  in  outers  of  48.  LRC 
Products  Ltd,  North  Circular  Road, 
Chingford,  London  E4  80 A 
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Ehda  Gibbs  hair  care  marketing  manacjer 
Roger  Wisdom  (left)  presents  Kaye  Hand 
(centre)  and  Kate  Brasher  with  their  prizes 
in  the  Sunsilk  sponsored  Christmas  tennis 
tournament.  Cash  totalling  &  2,450  went  to 
the  girls,  along  with  a  set  of  Sunsilk 
products  and  the  chance  of  a  free  hair-do 
from  one  of  the  Sunsilk  hairdressing  team 


More  Health  Aid 

Pharmadass  have  added  vitamin  E  oil 
(25ml,  £1 .99,  50ml,  £4.99)  and  vitamin  E 
cream  (42g,  £2.70)  to  their  Health  Aid 
range  Pharmadass,  98  Tokyngton  Avenue, 
Wembley,  Middlesex  HA9  6HL. 

Analgesics 
market  stable 

Despite  the  introduction  of  higher-cost  new 
products,  the  retail  value  of  the  analgesics 
market  has  only  gone  up  a  little  more  than 
the  rise  in  prices. 

Due  to  the  recession  consumers  have 
switched  to  cheaper  generic  lines, 
according  to  a  Mintel  report  on  analgesics. 
Sales  have  increased  from  £55m  in  1 980  to 
£77m  last  year  Despite  recent  substantial 
price  increases  over  three  billion  analgesic 
tablets  are  purchased  over  the  counter 
every  year  in  the  UK. 

Anadin  and  Dispnn  together  account  for 
30  per  cent  of  sales,  followed  by  Aspro  and 
Hedex  with  1 4  per  cent  between  them,  and 
then  Phensic  and  Panadol  sharing  8  per 
cent  Overall  Boots'  generic  products  have 
the  highest  percentage  of  consumers. 

Pharmacies  (including  Boots)  account 
for  65  per  cent  of  sales,  with  grocery  outlets 
around  30  per  cent.  Because  of  pack  size 
limitations  little  change  is  seen  in  this  split, 
although  a  tendency  to  restrict  rather  than 
expand  the  non-pharmacy  sector  is  noted. 

Own  label  and  generic  analgesics  have 
about  25  per  cent  of  total  sterling  sales,  says 
the  report 

Women  are  much  more  likely  to  take 
analgesics  than  men  and  consumption  is  less 
common  in  the  45  +  age  group  People  in 
social  groups  AB  generally  use  more  than 


the  less  well  off,  but  the  importance  of 
generics  is  relatively  higher.  Consumption 
of  generics  is  much  lower  than  might  be 
expected  among  the  15-19  age  group. 

Men  are  more  likely  to  treat  colds,  flu 
and  hangovers  with  analgesics,  for  women 
they  are  largely  for  headaches  and 
backache. 

Advertising  more  than  doubled  from 
£4  65m  in  1980  to  £  10.9m  in  1982.  By  far 
the  most  heavily  advertised  brand  was 
Anadin  (over  £3m  on  television  alone  each 
year),  followed  by  Dispnn,  Pharmacm  (now 
withdrawn),  Aspro  Clear  and  Phensic 
soluble.  Boots  allocated  a  £2m  launch 
spend  for  Nurofen. 

Mintel  forecasts  a  continuation  of  past 
years'  patterns  without  any  true  growth  in 
volume  Despite  the  marketing  efforts  of  the 
majors  there  is  a  steady  trend  towards 
generics.  Mintel  Market  Intelligence  report 
on  Analgesics.  £50.  Mintel  Publications  Ltd, 
Arundel  Street,  London  WC2R3DR 

ON  TV 
NEXT  WEEK 
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Sc  S  otland 

U  Ulster 

CI  i  -runnel  Is 

Bt  Breaktas.t  Televisi 

C4  Channel  4 

Albion  soap: 
Algipan  rub: 
All  Clear: 
Askit  powders. 
Biactol: 

Cabdnver's  cough  linctus 
Coldcare:  All 
Cremacoat: 
Crookes  One-a-day: 
Fairy  soap: 

Fennings  Little  Healers 
Feverscan: 
Glints: 
Hacks: 
Hedex 

Karvol  capsules. 
Night  of  Ulay: 
Nurofen: 
Pampers 

Peaudouce  Babyshps 
Phensic 
Ralgex 

Redoxon  multi-vitamins 
Robitussin. 
Sebamed: 
Strepsils: 
Sinutab: 
Snowfire: 
Supersoft  Once 
Sweetex: 
Timotei 
Tixylix: 
Tramil: 
Vapo-lem: 

Vasohne  intensive  care. 
Vicks  expectorant  cough  syrup. 
Vicks  Sinex 
Vidal  Sassoon: 
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Y 
So 
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All  areas 
All  except  U,CI 
Lc.A.So 
Y 

All  areas,  C4,Bt 
All  areas 
All  areas 
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out  on  colour 
advertising 

Kodak  are  launching  VR  colour  films  in  1  1 0 
and  1 26  formats  in  April.  And  they  say  their 
biggest  ever  year-long  advertising  and 
promotional  campaign  will  back  colour  film 
this  year. 

Advertising  starts  in  March  and 
continues  into  April  with  an  extension  of  the 
"Stonehenge"  theme  VR  commercial  in  the 
Sunday  colour  supplements  and 
photographic  Press.  There  is  further 
advertising  of  the  full  VR  range  in  the  May 
and  June  colour  supplements  with  the  copy 
line:  "Your  camera  is  only  as  good  as  the 
film  you  put  in  it" 

The  30-second  television  commercial 
featuring  the  photograph  album  with  the 
pop-up  and  come-alive  scenes  is  to  be 
shown  again  from  June  through  to  July.  It 
also  has  the  copy  line:  "You  camera  is  only 
as  good  as  the  film  you  put  in  it." 

The  new  1  1 0  Kodacolour  VR  films  come 
in  ISO  200  speeds  ( 1 2  exposures  £  1 .50, 
24s  £2.06)  and  in  400  ISO  ( 1 2s  £  1 .80  and 
24s  £2.50).  VR  200  ISO  1 26- 12  exposure 
films  cost  £  1 .57  each  and  24s  £2.17. 

Kodak  are  supplying  a  free  film  pod  (it 
can  carry  two  35mm  films  on  a  camera 
strap)  with  every  carded  pack  of  two  of  the 
following  35mm  VR  films:  100,  24s  and 
36s;  200,  24s,  400,  24s,  and  64  reversal, 
36s.  The  carded  offer  packs  can  be 
supplied  on  a  wire  merchandiser,  and  will 
be  nationally  advertised  in  daily 
newspapers  in  May  and  June. 

Another  carded  offer  features  a  coupon 
on  twin  24  exposure  packs  of  1  1 0  size  of 
VR  1 00  or  VR  200  films,  for  redemption 
against  free  1 2  exposure  pack. 

Extra  discounts  can  be  taken  on  bulk 
purchases  of  film.  A  minimum  order  of  200 
assorted  films  (colour  in  intermediate  pack 
sizes),  placed  before  May  18  and  delivered 
before  May  3 1 ,  carries  a  five  per  cent 
discount  if  payment  is  split  egually  between 
June  and  July.  Alternatively,  a  seven  per 
cent  discount  can  be  taken  on  200  films 
(value  £250)  if  delivery  is  taken  by  April  30 
and  payment  made  by  May  3 1 

Further  magazine  advertising  in  the 
enthusiast  Press  from  May  to  September  will 
feature  scenes  taken  with  Kodak  film  and 
composed  in  the  style  of  a  famous  painter  — 
one  copy  line  could  be:  "A  Rembrandt  by 
Kodak."  Another  campaign  will  show 
photographs  taken  by  famous 
photographers  using  Kodak  film  alongside 
sim.lar  style  photographs  taken  by  members 


£5  for 
vcijrold  camera 
when  you  buv 
a  Kodak  Disc 


■I 


During  June  and  July  Kodak  will  give 
consumers  £5  for  their  old  camera  if  they 
buy  a  disc  camera 

of  the  public.  If  will  be  carried  in  colour 
supplements  and  some  women's  and  sports 
magazines  from  May  to  August 

This  Spring,  "Kodachrome"  reversal  film 
is  being  returned  in  plastic  mounts.  They 
are  numbered,  dated,  pre-popped  and  can 
be  written  on.  Launch  support  will  be  an 
advertising  campaign  in  the  national  Press 
and  POS  material. 

A  consumer  offer  of  £  1 .80  off  the  rsp  of 
Kodachrome  Super  8  tri-packs  will  also  be 
available. 

Disc  camera  sales  will  be  boosted  by  a 
new  30-second  television  commercial 
featuring  Peter  Bowles  to  be  shown 
nationally  in  May.  In  it  Mr  Bowles  uses  the 
4000  disc  camera  —  currently  said  by 
Kodak  to  be  the  best  selling  camera  in  the 
country  —  to  take  poolside  snapshots  to 
demonstrate  its  main  features  and  benefits. 

On  orders  placed  between  March  5  and 
May  1 8  there  is  five  per  cent  extra  discount 
when  payment  is  split  egually  between  June 
and  July.  For  a  mixed  order  of  1 0  or  more 
cameras  worth  at  least  £250  there  is  an 
extra  seven  per  cent  discount  —  ordering  is 
from  March  5  to  April  22  for  May  payment. 

A  bonus  of  £  1  per  camera  (minimum 
orders  of  1 0  cameras  for  delivery  from 
March  5  to  May  3 1 )  is  available  for  making 
a  display  featuring  the  disc  4000  for  at  least 
six  weeks  in  the  Summer.  The  maximum 
bonus  is  £  1 00.  Promotional  allowances  on 
camera  orders  are  as  follows  —  25,  £25; 
50,  £50,  and  100,  £250.  The  allowance 
can  be  used  for  local  advertising,  leaflet 
distribution,  local  competitions,  staff 
incentives  or  any  special  promotions  with 
prior  agreement  from  Kodak. 

During  June  and  July  the  company  is 
giving  £5  for  an  old  camera  to  purchasers 


of  disc  cameras.  The  "Kodak  Exchange" 
promotion  will  be  featured  at  POS  and  in  an 
advertising  campaign  in  the  national  daily 
Press  from  mid-June  to  mid- July.  Old 
cameras  will  be  collected  by  Kodak  from 
retailers  at  the  end  of  August  and  £5.50  per 
camera  paid  to  dealers  by  the  end  of 
September. 

Instant  and  Trimprint  film  sales  will  be 
boosted,  say  Kodak,  by  money-off  vouchers 
on  carded  twin-packs.  Worth  up  to  £  10,  the 
vouchers  are  redeemable  against  a  range  of 
"typical  party  ingredients" .  Dealers  buying 
1 00  assorted  Instant  films  get  three 
Partystar  cameras  for  their  customers  to  use 
in  a  free  loan  scheme.  A  complete  POS  and 
local  advertising  package  is  available. 
Kodak  Ltd,  PO  Box  66,  Kodak  House, 
Station  Road,  Hemel  Hempstead,  Herts. 


Keeping  a  head 


From  February  a  new  top  dispenser  is  to  be 
introduced  into  the  Edme  homebrew 
eguipment  range  to  give  better  control  of 
the  head  achieved  on  the  brew.  The 
injection  of  pressurised  carbon  dioxide  into 
the  top  section  of  the  barrel  forces  the  beer 
through  a  tube  leading  to  the  top  dispenser 
and  also  serves  to  retain  the  freshness  of  the 
beer.  The  new  dispenser  can  also  be  fitted 
during  secondary  fermentation  to  act  as  a 
safety  valve  against  over  pressunsation  of 
the  barrel.  Fitting  instructions  are  supplied 
with  each  dispenser  pack.  Edme  Ltd, 
Mistley,  Manningtree,  Essex  COl  1  1HG. 


These  mini  display  units  holding  six  each  of 
the  half  dozen  Color  Glaze  polishes  come 
supplied  in  a  transit  sleeve.  Two  different 
displays  are  available  "Cool  and  Colourful" 
and  "Warm  and  Wonderful".  Richards  & 
Appleby  Ltd,  Gerrard  Place,  East 
Gillibrands,  SkelmersdaJe,  Lanes. 


February  bonus 


Deep  Heat  and  Mentholatum  balm  are 
currently  on  offer  for  "at  least  7'/2  per  cent 
of  normal  trade  price".  The  offer  closes 
February  29.  The  Mentholatum  Co  Ltd, 
Twyford,  Berks. 
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Fever 

Headache 

Aches  and  pains 

Watery  eyes 

Nasal  and 
sinus  congestion 

Sneezing 

Runny  nose 

Cough 

Sore  throat 


A  unique  package  of  symptoms 
demands  a  unique  package  of  relief 


New  Comtrex  is  a  breakthrough  from  Bristol-Myers,  one  of 
the  world's  top  ten  pharmaceutical  companies 

Comtrex  is  formulated  to  relieve  all  the  major  symptoms 
of  coughs  and  colds  and  will  receive  full  television  advertising 
support. 

Comtrex  contains  paracetamol  to  reduce  headache,  pain 
and  fever  phenylpropanolamine  HCI  to  clear  sinuses  and  nasal 
passages  and  chlorpheniramine  maleate  which  relieves  sneezing 
and  a  runny  nose  with  minimal  sedative  and  gastro-lntestinal 
side-effects. 

With  the  highly  effective  antitussive,  dextromethorphan 
HBr  (selected  as  an  alternative  to  codeine  to  reduce  the  risk  of 
sedation),  the  Comtrex  tablet  adds  up  to  a  unique  package  of 
daytime  relief.  But  Comtrex  is  also  available  in  capsule  and  liquid 
form  to  suit  your  customers'  needs  at  any  time  -  day  or  night. 


NEW 


COMTREX 


BRISTOL  MYEKS  PHARMACARE* 


Bristol-Myers  Pharmacare,  Bristol-Myers  Pharmaceuticals,  a  division  of  Bnstol-Mvers  Co  Ltd  .  Station  Poad  Langley  Slough  Si_5  6EB  'Trademark.  Authorised  User  Bristol-Myers  Co  Ltd  ©  1983  Bnstol-MversCo  Ltd 

COM  02 


Recent  research  shows  that 
chemists  find  stocking  and  filling  surgical  hosiery 
prescriptions  complicated  and  time-consuming.  This  has 
prompted  Lastonet,  the  specialists  in  leg  care,  to  initiate 
a  "support  for  chemists"  programme.  The  first  step  in  this 
campaign  is  the  Lastonet  'Professionals'  Guide'. 

A  CATALOGUE  OF  LEG  CARE 

Containing  material  samples,  ordering  information  and 
general  advice.  The  Lastonet  'Professionals'  Guide'  is  an 
invaluable  aid  to  professionals  -  doctors,  chemists  and 
health  visitors.  Ask  your  Lastonet  representative  for 
a  copy. 

IMPROVED  PRODUCT  IDENTITY 

Manufacturers'  colour-coding  of  their  products  is 
not  always  as  simple  as  they  would  lead  chemists 
to  believe,  and  selection  of  the  right 
item  of  surgical  hosiery  can  be  arduous. 
Lastonet  address  this  problem  with 
simplified  colour-coded  packaging  and 
improved  pack 
-end  labelling  to 
make  selection 
and  identification 
of  the  correct 
Lastonet  product 
fast  and  straight- 
forward. 


Lastoixet 


THE  LEG  CARE  SPECIALISTS 


SURGICAL  HOSIERY 


Lostoivet 
LASTOLITA 

Ughtwclghl 

SPANFLEX 

Stweef  Iyer* 

-.U['|><"1  lu".li'(V 

p>b  U  t  UM  3033 

elMtle  yam. 

QPfcN  fOE  W 

KEEP  YOUR  LEGS 
IN  GOOD  WALKING  ORDER 


PLEASE  TAKE  A  BOOKLET 


CUSTOMER  SUPPORT 

Lastonet  provide  a  special  leg  care 
booklet  containing  advice  and 
information  on  this  delicate 
subject.  Chemists  can  redirect 
customers'  queries  to  the  factory. 
Experienced,  sympathetic  Lastonet 
leg  care  counsellors  are  happy  to  help. 


IMPROVED  DISCOUNT 

Lastonet  now  offer  decisive 
discount  rates  on  specific 
products  and  on  smaller 
quantities. 

GUARANTEE 

All  Lastonet  made-to-measure 
products  are  backed  by  a  full  six 
month  guarantee.  Chemists  can 
feel  confident  in  recommending 
Lastonet  products  to  their 
customers. 


Lastoi\el 


THE  LEG  CARE  SPECIALIST 

Ustonet  Products  Ltd,  Carn  Brea,  Redrui 
Cornwall.  Tel:  Camborne  (0209)  714141 
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Watching  the 
women's  Press 

The  following  column  lists  advertisements 
for  chemist  merchandise  due  to  appear  in 
the  IPC  women's  Press.  The  magazines  used 
as  a  basis  have  been  divided  into  three 
categories  —  weeklies  (W),  monthlies  (M) 
and  magazines  aimed  at  the  younger  end  of 
the  market  (Y).  The  monthly  magazines 
covered  are  the  March  editions  due  to 
appear  mid-February 

Alberto  Culver:  Y 

Albion  soap:  M,Y 

AsheAmplex:  W,M 

Mint  Cool:  W,M,Y 

BCP  Nylax:  M 

Beauty  Without  Cruelty:  M 

Beechams  Bovril:  M 

Germoloids:  W 

Shaders  &  Toners:  Y 

Vykmin:  W 

Yeastvite:  W 

Booker  Health  Ladycare:  M 

Bowater  Scott  Libra:  M,Y 

Minima:  Y 

Bristol-Myers  Clairesse:  M,Y 

Brodie  &  Stone  Jolen:  Y 

Cadbury  Marvel:  M 

Care  Labs  Cepton:  Y 

Carnation  low  calorie  soup:  M 

Chattem  Sun-m:  Y 

Chefaro  Confirm:  Y 

Endocil:  M 

Predictor:  W 

Combe  Lanacane:  W 

Crookes  Hermesetas:  M 

Sweetex:  M 

Cussons  Imperial  Leather:  W,M 

DDD  Blisteze:  W 

Dentinox:  M 

Medijel:  W 

Stain  Devils:  M 

Christian  Dior:  M 

Elida  Gibbs  Harmony:  Y 

Eylure  10-0-6:  Y 

Health  &  Diet  B  Supreme:  Y 

H.J.  Heinz  Shmway  soups:  W,M 

ICC  Anbesol:  M 

Preparation  H:  M 

International  Labs  Mu-cron:  W,Y 

Johnson  &  Johnson  Vespre:  W,M,Y 

Jordan's  original  crunchy  bar:  M 

Kimberly-Clark  Boutique:  Y 

Ferns:  W,Y 

LEC  Insette:  M 

LRCDurex:  W 

G.R.  Lane  Quite  Life:  W,M 

Larkhall  Labs:  M 

Liha  White  Contour:  W,M,Y 

Lil-lets:  Y 

Lofthouse  Fisherman's  Friend:  W 

NPA  campaign:  M 
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Neutrogena: 

M 

Nicholas  Labs  Almay: 

Y 

L'Oreal  Belle  Color: 

W,M 

Elseve: 

M,Y 

Freestyle: 

Y 

Frequence: 

Y 

Proctor  6f  Gamble  rampers: 

M 

Reckitt  &  Coleman  Junior  Disprin 

M 

Richardson  Vicks  Oil  of  Ulay: 

W,Y 

Rimmel: 

Y 

Robins  Chapstick: 

Y 

Robitussm: 

W 

Roc: 

M 

Sanatogen  tonic  wine: 

W 

Searle  Canderel  sweetener: 

W,M 

Slendertone: 

W,M 

Spillers: 

W 

Sterling  Health  Delrosa: 

M 

Tampax: 

W,Y 

Thompson  Bran-slim: 

M 

Slimline: 

M 

Vichy: 

M 

Wella: 

W,M,Y 

Woodwards  gripe  water: 

M 

Nelson  signing 

An  advertising  campaign  for  Nelsons 
homoeopathic  medicines,  will  break 
February  1  on  both  the  London 
Underground  and  in  The  Headers'  Digest, 
You  and  Woman  s  Weekly,  as  well  as  the 
traditional  homoeopathic  press.  The 
company  has  appointed  Vestnc  national 
distributors  for  both  the  speciality  and 
classical  series  range  A.  Nelson  &  Co,  5 
Endeavour  Way,  Wimbledon,  London 
SW19. 


Thinking  big 

Beecham  are  introducing  a  1 75ml  tube  of 
Macleans  toothpaste  (£0.85)  big  enough  to 
stand  upright  on  its  broad-headed  cap.  Both 
the  giant  size  and  this  family  size  come  in 
new-style  laminate  tubes. 

With  one  third  of  the  1 25ml  sizes  now 
being  brought  in  multi-packs  the  company 
believes  there  is  a  strong  demand  for  still 
larger  packs  —  especially  with  statistics 
showing  two-thirds  of  all  toothpaste  sold  is 
consumed  by  families  with  children  who  use 
160ml  every  six  weeks.  Beecham  Toiletries, 
Beecham  House,  Great  West  Road, 
Brentford,  Middlesex. 


*  mim,  mm* 


Hints,  tints  and 
TV  stints  

Three  new  television  commercials  are  to 
back  up  the  launch  of  two  additional  Glints 
shades. 

Blaze,  a  bright  cherry  red,  is  designed 
for  use  on  mid  to  dark  brown  hair  while 
Sunburst,  for  use  on  fair  to  blonde  hair,  is  a 
golden  amber  shade. 

Television  support  is  running  currently 
to  the  end  of  February  on  Channel  4  and 
ITV  in  the  South  and  London  regions.  The 
catchhne  is  "A  shade  more  daring"  and  the 
commercials  continue  the  lifestyle  theme  of 
the  1 983  campaign. 

Spring  promotions  include  a  colour 
Glints  poster  offered  free  at  POS  The 
poster  gives  hints  on  fashion,  the  season's 
make-up,  how  to  get  free  advice  from  Jo 
Clair  on  hair  care  together  with  an 
opportunity  to  try  the  new  shades 

POS  material  to  hold  the  posters  is 
available  and  a  series  of  advertisements  in 
magazines  —  including  Cosmopolitan,  Hair, 
Hair  Flair  and  Just  Seventeen  —  will 
publicise  the  poster  and  "free"  Glints 
promotion.  Bristol-Myers  Co  Ltd,  Stamford 
House,  Station  Road,  Langley,  Bucks. 

Lilia  savings 

Lilia-White,  are  to  continue  the  "Helping 
Hand"  promotion,  with  money-off  coupons 
and  TV  licence  stamps,  on  Dr  White's. 

For  two  months,  packs  of  1 0s  in  size  1 
and  2  will  be  flashed  with  the  promotion 
which  offers  the  consumer  a  choice  of  a  tree 
£1  50  TV  licence  stamp  or  £1 .25  in 
coupons,  redeemable  on  any  purchase  of 
Dr  White's  towels.  To  qualify,  consumers 
must  send  in  four  proofs  of  purchase,  three 
of  which  must  be  from  a  "Carry  On  Saving" 
pack. 

A  new  promotion  on  stick -on  Lilia 
features  price-marked  packs  twinned  with 
an  on-pack  offer  of  leg-warmers.  Special 
price-flashed  packs  will  also  be  available 
during  February  and  March  Regular  1 0s 
will  be  flashed  36p  and  super  1 0s  at  4 lp 

Packs  will  carry  a  self-liquidating  offer 
involving  pink  and  white  leg-warmers 
These  fashionable  leg-warmers,  which 
would  normally  retail  for  around  £2.99,  are 
on  offer  for  £  1 .99  for  one  pack  front,  £  1  50 
for  three  pack  fronts  and  £  1  for  four  pack 
fronts. 

In  another  promotion  just  starting  and 
running  for  eight  weeks,  Fastidia  10s  will  be 
flashed  3 1  p.  The  offer  closes  March  1 6 
Lilia-  White  Ltd,  Alum  Rock  Road, 
Birmingham  B8  3DZ. 
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Stain  Devils 
rub  in  Salts 

Stain  Salts  (200g,  £0.99)  is  the  latest 
addition  to  the  Stain  Devils  range.  A  few 
spoonfuls  of  Stain  Salts  added  to  the  normal 
washing  powder  will  allow  efficient  stain 
removal  of  washable  items  in  the  washing 
machine 

Developed  on  the  Continent  Stain  Salts 
has  an  oxygen  bleaching  action  and  is  safe 
to  use  with  all  fabrics  and  colourfast  dyes  at 
all  temperatures. 

In-store  leaflets,  dispensers  and  door 
stickers  will  be  available  and  a  women's 
Press  advertising  campaign  in  scheduled  in 
Woman,  Woman's  Own,  Woman's  Weekly, 
Woman  s  Realm  and  Woman  &  Home  A 
combined  Stain  Devils/Stain  Salts  dispenser 
will  also  be  available.  DDD  Ltd,  94 
Rickmansworth  Road,  Watford,  Herts. 

The  bard  meets 
Ernest  Jackson 

A  weekend  in  Stratford-on-Avon  is  the  prize 
tor  correctly  identifying  six  famous  public 
speakers  in  a  competition  organised  by 
Ernest  Jackson  &  Co. 

Every  retail  pharmacist  ordering  one 
dozen  packs  of  Proctor's  Pinelyptus  pastilles 
will  receive  an  entry  form  —  entry  is 
unrestricted  as  long  as  each  form  is 
accompanied  by  an  order. 

The  weekend  includes  4-star 
accommodation,  rail  travel  and 
complimentary  tickets  for  one  of  the  Royal 
Shakespeare  Theatre  productions  —  plus  a 
meal  before  the  show  and  a  drink 
afterwards.  Book  or  record  tokens  worth 
£  1 0  go  to  20  runners-up.  Ernest  Jackson  & 
Co  Ltd,  29  High  Street,  Crediton,  Devon 
EX  17  SAP. 

Pocket-sized 
body  towels 

Towels  small  enough  to  fit  into  a  coat  pocket 
or  handbag  are  being  introduced  into  the 
leisure  market. 

The  product,  Pertex  Capillary  Action 
Fabric,  is  recognised  by  the  Design  Council 
and  is  a  light  and  extremely  compactable 
material,  say  the  makers.  It  is  to  be 
marketed  in  various  sizes  to  form  a  variety 
of  body  towels  ( 1 8  *  47m  £2.95,  three  towel 
pouch  £5.95). 

Pertex  is  a  thin,  sheet-like  synthetic 
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fabric  which  absorbs  moisture  by  capillary 
action  and  will  dry  completely  in  around  1 5 
mintues  says  Jogu  Leisure,  50  Southway, 
Eldwick,  Bmgley,  West  Yorks. 


Cash  refunds 


Cash  refunds  for  consumers  of  1 0  per  cent 
on  any  mains  Braun  male  shaver  or  electric 
curlers  can  be  claimed  until  May  14 

The  promotion  will  be  supported  by  full 
POS  material,  including  showcards  and 
product  crowners  until  the  end  of  March. 
Braun  Electric  ( UK)  Ltd,  Dolphin  Estate, 
Windmill  Road,  Sunbury-on-Thames, 
Middx. 


ICML  savings 

Savings  from  Independent  Chemists 
Marketing  Limited  for  the  New  Year  are 
available  on  Nusoft  hairspray,  cot  sheet, 
bubble  bath,  pull-on  and  snap-on  baby 
pants,  feeders,  rubber  gloves,  shampoo, 
cleansing  pads,  sterilising  liquid,  disposable 
nappies,  sterilising  tablets,  blackcurrant 
health  drink  (large  and  small),  concentrated 
orange,  teats  and  rose  hip  syrup,  Nuhome 
kitchen  towels,  mansize  tissues,  family 
tissues  and  toilet  tissues. 

Bonuses  are  available  on  all  hot  water 
bottles  except  economy,  medicated 
pastilles,  Barnes  Hind  lens  solutions,  the 
Numark  range  of  counter,  prescription  and 
carrier  bags  and  methylated  spirit  (500ml 
and  one  gallon).  ICML,  51  Boreham  Road, 
Warminister,  Wilts. 

M&S  vouchers 
from  Numark 

The  next  Numark  national  promotion  runs 
in-store  from  February  13-25  with 
Kimberly-Clark  offering  25  prizes  of  a  £50 
Marks  &  Spencer  voucher  in  a  Numark 
members  draw. 

Superbuys  include  Timotei  shampoo, 
Colgate  dental  cream,  new  mint  flavour 
Steradent  tablets  and  Steradent  deep  clean, 
Mentadent  P,  Cream  Silk  conditioner,  Cow 
&  Gate  babymeals  and  yoghurts,  Dettol 
antiseptic  disinfectant,  Style  perms,  Body 
Mist  2,  Pampers,  Hermesetas,  Contour 
cartridges,  Harmony  hairspray  and  the 
Kotex  range  of  products  featuring  new 
Kotex  Simplicity. 

Intermediate  lines  on  promotion  include 


Dr  White's,  Canderel,  Palmolive  shaving 
cream,  Atnxo  cream  and  lotion,  Ribena,  Oil 
of  Ulay  and  Night  of  Ulay,  Handy  Andies 
and  Silkience  shampoo. 

All  the  products  will  be  supported  by 
Numark  merchandising  material  and 
advertised  in  the  Sun,  Daily  Mirror,  Radio 
Times,  Sunday  Post,  Sun  Day  Magazine  and 
on  Ulster  television.  Timotei  shampoo, 
Colgate  dental  cream  and  Steradent  will 
also  be  featured  on  TV-am. 

RPM  specials  include  Lanacane, 
Otnvine,  Germolene,  Germolene  new  skin, 
Germoloids  suppositories,  ointment  and 
toilet  tissues,  Sucrets,  Mac  lozenges, 
Phensic,  Nurofen,  Dentinox  gel,  Karvol, 
Triadol,  Mentholyptus,  Beecham  Powders, 
hot  lemon,  tablets  and  capsules. 
Independent  Chemists  Marketing  Ltd,  51 
Boreham  Road,  Warminster,  Wilts. 

Unichem's 
Golden  Dozen 

The  Unichem  Golden  Dozen  competition, 
which  pays  out  nearly  £5,000  in  cash  prizes 
each  month,  runs  throughout  February. 

On  offer  are  Supersoft  hairspray, 
conditioner  and  Supersoft  Once,  Silviknn 
shaders  and  toners,  Wilkinson  Sword 
Retractor,  Right  Guard  deodorant  and 
double  protection,  Imperial  Leather  talc,  Lil- 
lets,  Radox  Salts,  Bodymist,  Glints,  Alberto 
Jojoba  shampoo,  conditioner  and  treatment 
wax  and  Andrex. 

Products  in  the  members  profit  power 
promotion  running  February  8-29  include 
Atrixo  cream  and  lotion,  Arrid  for  men, 
Wilkinson  Blue  II  Fixed  Head  and  Swivel 
disposable  razors,  Alberto  Balsam 
Camomile  and  henna  care  shampoos  and 
conditioners,  Bnstows  hairspray  and 
shampoo,  Cream  Silk  conditioner,  Cossack, 
Elnett  hairspray,  Impulse  bodyspray, 
Kleenex  Boutique  tissues,  Labello,  Lilia 
stick-on  towels,  Loving  Care,  Mentadent  'P' 
toothpaste,  Nivea  cream,  Nulon 
moisturising  body  wash,  Radox  herbal  bath, 
Silkience,  Soft  &  Gentle  antiperspirant, 
Sensodyne  toothpaste,  Timotei  shampoo, 
Triadol,  Tampax,  Ultrabnte,  Vaseline 
intensive  care  lotion,  Anadin,  Deep  Heat 
rub,  Lemsip,  Beecham  powders  and 
Beecham  powders  hot  lemon,  Venos, 
Phensic,  Germolene  (suppositories  and 
ointment),  Bonjela,  Aptamil,  Milupa  infant 
foods  and  Johnsons  baby  products. 

Sundries  on  offer  throughout  February 
are  Wisdom  toothbrushes,  Addis 
hairbrushes,  Unichem  clinical 
thermometers,  feeding  bottle,  teats,  baby 
bottle  brush,  shaving  brushes  and  the 
Embee  Early  Days  range.  Unichem  Ltd, 
Cox  Lane,  Chessington,  Surrey. 
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6  reasons  to 
award  yourself 
the  S.R.M. 


1-  Special  Recipe  is  a  delicious  new 
chocolate  made  specially  for  your 
diabetic  and  other  diet-conscious 
customers. 

2.  It  looks  and  tastes  just  like 
ordinary  chocolate. 

3-  It  contains  less  calories  and 
carbohydrate  than  ordinary 
chocolate. 

4-  Sweetened  with  fruit  sugar, 
Special  Recipe  contains  no 
sorbitol  and  is  the  only 
chocolate  to  comply  with  the 
new  dietary  guidelines  of  the 
British  Diabetic  Association. 

5.  We  are  supporting  Special 
Recipe  with  £250,000  in  the 
women's  general  interest  and 
slimming  press  and  at  the  point  of 
sale. 

6-  So  it's  set  to  expand  the  £13m 
diabetic  and  £400m  health  food 
market.  One  final  reason  to  stock  up. 
In  six  delicious  recipes.  From  your 
usual  wholesaler  NOW. 


QpecialRecipe 


. . .  for  secret  chocolate  eaters 


Doaey  Division  of  Sandoz  Products  Ltd.,  Feltham,  England  TW1 3  4EP 


Vfe're  always  t 
we  always  ca 


1 

Who  has  more  day-time  spots  than  1 
Kenny  Everett,  Jimmy  ^Vbung  &  Terry  Wfogan 

Vantage  Breakfast  spots  broadcast  "rui*i"  l"O0,|:k^"ll  A¥**?  ^us  an  averaSe  °f  19  spots 
at  8.10am  on  Monday  6th,  £*m>  I'WgClllCI  •  broadcast  on  Thursday  and 
Thursday  9th  Friday  10  th  and  Monday  13th.          Friday  9th  and  10th  between  1 .30  and  4.30pm. 

If  you'd  like  to  know  more  about  the  many  opportunities  that  Vantage  chemists  enjoy,  please  send  the  coupon  now.  l 

I  Vestric  i 

(VAnTACE } 

Vestric  Limited,  West  Lane,  Runcorn,  Cheshire,  WA7  2PE  24th  Ja 


available 
January  -  29th  February 


Dr  White's  2 


■  IVAflTACE)  ■ 

_  BABY 
POWDER 


Softer  oomlbrt..; 
Sals  absorbency 
Flush-away  desgi 


FREE 


10  Looped  Towels 


like  to  know  more  about  the  following 
/Vantage  services: 

g  an  account  with  Vestric 

stric  Chemist's  Practice  Loan  Scheme 


re 


je  staff  training  scheme 
IICHEVER  APPLICABLE 


□ 
□ 
□ 
□ 
□ 


urn  to  John  Kerry,  Marketing  Manager, 

g  Department,  Vestric  Limited,  West  Lane,  Runcorn  WA7  2PE. 


TRADE 


Body 
Mist2 


Body  Mist  2  25% 

Extra 

Roll-on 

111;  1  j  CvaaK 

who  rresrt 

1 2  x  Roll-on 

Dawn  Fresh 

1 2  x  Roll-on 

Spring  Fresh 

1 2  x  Roll-on 

Medium 

Wild  Fresh 

1 2  x  Medium 

Dawn  Fresh 

1 2  x  Medium 

Spring  Fresh 

1 2  x  Medium 

Large 

Wild  Fresh 

1 2  x  Large 

Dawn  Fresh 

1 2  x  Large 

Spring  Fresh 

1 2  x  Large 

Complan 


Complan  Natural 
Flavour 


24  x  450gm 


Dr.White's°rW,hite's 

Size  1  24  x  10 

Size  2  24x10 


I  '  OR  F  A I   Frees,y|e  Mousse 
Foam  Set 


12  x  45ml 
12  x  75ml 
12x1 50ml 


Gillette  Contour 
Olllette  cartridges 


20x5 
20  x  10 


Head& 
Shoulders 


Head  &  Shoulders 

Normal 

12x1 00ml 

Normal 

12x1 50ml 

Normal 

6  x  300ml  + 

100ml 

Greasy 

12  x  100ml 

Greasy 

12  x  150ml 

Greasy 

6  x  300nl  4 

100ml 

Liliets 


Li-Lets 

Mini 

48x  10 

Regular 

48  x  10 

Super 

48x  10 

Super  Plus 

48x  10 

Mini 

24x20 

Regular 

24x20 

Super 

24x20 

Super  Plus 

24x20 

Mini 

12x40 

Regular 

12x40 

Super 

12x40 

Super  Plus 

12x40 

Nirp'n     Nice  n  Easy 
H  colourant 


StGtia/ 


Signal  Toothpaste 


12  x  Large 
12  x  Econ 


CURITY 


Snugglers 

Size  1  -  Newborn 

16 

x  15 

Size  2  -  Daytime 

16 

x  15 

Size  3  - 

Super  Day  &  Night 

15 

x  15 

Size  4  -  Toddler 

16 

x  12 

Size  1  -  Newborn 

6x 

40 

Size  4  -  Toddler 

5x 

36 

Tendertouch  Shampoo  36  x  Handy 
36  x  Medium 
30  x  Economy 


|motd 


Timotei  Shampoo 


12  x  200ml 
+  50  ml 


Baby  Shampoo 
CYgfTlMO  Baby  Powder 


12  x  230ml 
12x350g 


Normal 
Price 


8  26 
1 1  95 
22  46 


7  1  1 
11  85 
22  80 


5  10 
5  47 


Ves'rlc  Vantage 
Price  Price 


5  16 
5  16 

5  16 

6  24 
624 

6  24 

7  26 
7  26 
7  26 


11  52 
12.54 


6  96 
10  10 
18  79 


13  32 
23  78 


651 
8.34 

8.70 
6  51 
8  34 


14  88 

15.96 
17  28 
1848 

1440 

15  42 

16  74 

17  94 

13  26 

14  19 

15  42 

16  50 


321 
4  44 


18  80 
20  80 

22  20 
23.44 
14  85 
17  88 


594 
9  72 
18  90 


4  38 

5.16 


4  92 
4  92 
4  92 

600 
6.00 
600 

6.93 
693 
6  93 


1098 
1200 


6  71 
9  70 
18  01 


12.73 
22  72 


6  24 

7.98 

8.34 

6  24 

7  98 


14  28 

15  24 
16.56 
17  64 

13  74 

14  73 
15.99 
17  16 

12  66 

13  50 

14  70 

15  78 


3  525 


303 
4  23 


18  08 

19  84 

21  18 
22,40 
14  19 
1710 


5  58 
9  36 
18  00 


C  D 


lormal  vestric  |  Vantage 
Ice     Price  Price 


99 
99 
99 

1  10 
1  10 
1  10 

1  37 
1  37 
1.37 


1  10 

1  59 

2  85 


1  42 


80 

1  16 

2  16 


99 
1  77 


75 
96 

1  99 
75 
96 

1  99 


96 
1  03 

1  53 
1  63 
1.77 
1  90 


1  72 


1  38 
1  53 

1  74 

1  72 

2  91 
351 


FOUND  TO  BE  MORI 
FFEQIVE  &  PROFITAI 
"HAN  A 15  MINUTE  SC 


'    PL***  \ 


In  1984  Dentu-Creme  will  receive  its 
strongest  ever  advertising  campaign  with 
two  bursts  of  TVsupport. 

And  the  story  we'll  be  telling  denture 
wearers  will  be  the  advantages  of  brushing 
over  soaking 

The  same  TV  advertisement  in  1983 
brought  record  sales  for  the  brand  and  with 


double  the  support  in  1984there's  even  more 
reason  to  make  sure  you're  well  stocked  with 
Dentu-Creme. 

That's  the  best  way  to  soak  up  the 
profits. 

See  your  Stafford-Miller  representative 
for  special  details  of  the  major  promotional 
programme. 


UMMMppM  PLAQUE 

^■iHHIIBHli 

The  Number  One  toothpaste  exclusively  for  dentures. 

STAFFORD-MILLER:THE  FIRST  NAME  IN  DENTURE  CARE. 


MARKETING^ 


New  horizons  with 
OTC  divisions  

In  new  moves  to  market  over  the  counter  medicines,  four 
companies  set  up  new  OTC  divisions  last  year.  C&D  looks  at 
their  first  year  of  progress,  and  the  reasons  behind  their 
formation. 


A  number  of  pharmaceutical  companies 
have  invested  a  great  deal  of  money  into  the 
idea  of  over-the-counter  medicines  in  the 
past  five  years.  Out  of  this  investment  has 
grown  the  concept  of  the  OTC  division  —  a 
marketing  division  with  its  own  salesforce, 
catering  specifically  for  the  pharmacist  with 
a  range  of  products  sold  only  through 
chemists. 

Yet  research  carried  out  by  one 
company  shows  that  an  alarming  proportion 
of  pharmacists  seem  unaware  of  the  activity 
happening  around  them.  When  asked  to 
"name  the  OTC  divisions  set  up  by  the 
ethical  pharmaceutical  companies  in  the  last 
18  months,"  Kirby- Warrick  found  many  did 
not  really  understand  the  gueshon  —  which 
had  to  be  explained  to  them. 

Mr  Ray  Edwards,  Kirby-Warrick's 
group  product  manager,  emphasises  that 
the  finding  should  be  treated  with  some 
caution,  as  it  results  from  interviews  with 
only  30  independents  in  the  Midlands  and 
Home  Counties.  Nor  does  it  mean  that  the 
OTC  operations  of  Kirby-Warrick,  May  & 
Baker,  Ciba  and  Bristol  Myers,  the 
companies  in  guestion,  are  doing  badly  - 
in  fact  just  the  opposite  as  will  be  seen  later. 
But  it  does  show  that  pharmacists  are 
perhaps  not  grasping  the  concept  of  what 
would  appear  to  be  a  tailor-made  oppor- 
tunity for  them  —  the  backing  of  companies 
with  confined-to-pharmacy  products  and 
with  a  promotional  policy  which  can  only  be 
in  the  pharmacist's  best  interest. 

A  number  of  factors  have  brought  about 
the  move  towards  the  formation  of  OTC 
divisions.  The  four  companies  that  set  up 
such  organisations  last  year  each  made  the 
decision  to  move  into  the  area  two  or  three 
years  ago  There  is  a  growing  awareness 
"among  the  general  public  on  health  matters, 
and  a  trend  towards  self-medication;  there  is 
the  increasing  cost  of  prescription  drugs, 
and  perhaps  most  important  there  are  the 
new  horizons  revealed  by  initiatives  to 
release  safe  and  effective  prescription  drugs 
for  OTC  sale 

Simon  Fitall,  OTC  product  manager  at 
May  &  Baker,  looks  at  it  in  a  more  com- 
mercial light:  "The  company  decided  in  the 
longer  term  that  ethical  pharmaceuticals  are 
not  a  good  business  to  be  in.  There  are 
price    cuts,    profit    cuts,    publicity  cuts, 
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product  licence  problems  and  stringent 
safety  legislation.  The  OTC  area  has  to  be 
the  business  to  be  in  if  the  company  is  to 
look  for  any  form  of  growth.  Ultimately  the 
turnover  and  profit  on  ethical  medicines 
must  shrink  " 

Out  of  all  this  the  pharmacist  comes 
sitting  pretty,  as  a  monopoly  distributor  of 
the  most  efficacious  group  of  self- 
medication  products  on  the  market. 
Increasingly  the  manufacturer  is  doing  his 
advertising  for  him  as  the  source  of  supply. 
"Available  only  from  your  chemist"  and  "ask 
your  pharmacist"  are  catch-lines  starting  to 
feature  regularly  in  Press  advertisements 
and,  more  recently,  television  commercials. 

The  ideal  place 

Community  pharmacy  has  long  argued  that 
it  is  the  ideal  place  to  dispense  self- 
medication  products  to  the  public,  and  the 
setting  up  of  OTC  divisions  recognises  that. 
A  changing  social  and  economic  climate  is 
bringing  about  a  change  in  attitude  that  the 
profession  itself  has  failed  to  generate  for 
years.  It  is  important  that  this  attitude  is 
recognised. 

Much  of  the  last  decade  was  spent  going 
after  markets  that  were  being  lost  to  the 
supermarket,  where  the  pharmacist  was 
pushed  to  the  limit  to  compete  on  price  in 
the  toiletries,  cosmetics  and  babycare  areas. 
The  rearguard  action  has  thrown  up  a  range 
of  strong  chemist  own-label  ranges,  but  the 
chemist  shop  is  no  longer  seen  as  the  auto- 
matic place  to  shop  for  these  types  of 
products.  Renewed  interest  in  health  care  is 
creating  a  product  area  cut  out  for  the 
pharmacist. 

Winpharm  is  the  forerunner  of  the 
present  generation  of  OTC  divisions, 
coming  into  existence  five  years  ago  and 
selling  prescription-linked  products  that  are 
not  advertised  to  the  consumer  (unlike  its 
sister  division  Stirling  Health,  which  has  a 
chemist  and  grocery  sales  force  and 
handles  advertised  OTC  products). 

Bernard  Hardisty,  Wmpharm's 
managing  director,  says.  "Our  initiative  was 
based  on  the  belief  that  pharmacy  and  the 
ethical-based  pharmaceutical  industry 
could  together  meet  a  growing  demand  for 
advice  and  help  with  the  treatment  of  minor 
aliments.  For  Winpharm  that  policy  was 


pioneered  in  the  spirit  of  'Working  with 
pharmacy  for  a  healthy  future'. 

"The  trends  that  prompted  our  initiative 
have  since  accelerated  and  there  is  every 
indication  that  our  side  of  the  bargain  has 
gained  appreciation  and  co-operation  from 
both  the  public  and  the  community 
pharmacist " 

How  are  the  tour  OTC  divisions  set  up 
last  year  getting  on?  "Our  business  has 
grown  in  excess  of  60  per  cent  in  real 
growth,"  reports  David  Fleet,  OTC  director 
at  Kirby-Warrick.  "We  well  exceeded  our 
sales  target  for  '83,"  says  Roger  Collins, 
marketing  manager  of  Bristol  Myers  Phar- 
macare.  "Our  ex-wholesale  sales  for  the  12 
months  ending  September  '83  were  the 
highest  on  record,"  says  MSB's  Simon  Fittal. 
Ciba  Consumer  Pharmaceuticals  were 
more  cautious,  describing  the  market  as 
"buoyant". 


Simon  Fitall,  OTC  products  manager  for 
MSB's  Home  Healthcare  division 


Elements  for  success 

Two  main  elements  account  for  this  success. 
The  first  is  the  presence  of  representatives 
calling  direct  to  pharmacies,  and  the 
second  is  increased  advertising  of  medi- 
cines. May  &  Baker  and  Kirby  Warrick 
already  have  salesforces  in  the  field,  Bristol 
Myers  have  jusi  finished  recruiting  Ciba 
plan  to  have  a  20-strong  force  by  the  end  of 
the  year 

Simon  Fitall  attributes  most  of  his 
increased  business  to  the  salesforce,  which 
has  been  expanded  from  nine  to  1  1  and  is 
likely  to  increase  by  one  or  two  more  this 
year  Ehrect  coverage  of  over  6,000  stores 
is  claimed,  with  a  visit  once  every  three 
months.  "Those  that  are  not  contacted  do 
very  little  OTC  business  anyway"  —  but 
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Six  million?  We  know  from  Doctors  that 
there  are  at  least  two  million  sufferers  but 
for  everyone  who  sees  their  G.P,  there  must 
be  two  who  don't. 

They  try  to  cope  as  best  they  can  with 
what  they  can  find. 

Now  Robinsons  of  Chesterfield  help 
solve  their  problem  with  their  new  range  of 


incontinence  products,  called  Inco  Care,  rec- 
ommended by  hospitals  and  health  care 
teams  and  packaged  for  easy  recognition  but 
minimum  embarrassment. 

So,  in  stocking  Robinsons'  new  Inco  Care 
range  you  will  provide  yourself  with  a  source 
of  regular  customers  and  help  for  six  million 
incontinence  sufferers. 


This  is  what  6m 
incontinence 
sufferers  haven't  been 


asking  for. 


Robinsons  of  Chesterfield 


■marketing: 


MSB's  newsletter  Pharmacy  Newsbreak  is 
mailed  to  every  pharmacy  every  two 
months.  The  company  also  operates  a  fairly 
unusual  bonus  system.  "We  do  not  believe 
in  bonus  stock  per  se  We  offer  a  cash 
bonus,  and  pharmacists  will  be  getting  a 
cheque  in  1 984.  They  have  been  posted  out 
in  the  past,  but  will  personally  delivered  by 
the  representative  in  1984,"  says  Mr  Fitall. 
A  nice  ploy  for  ensuring  the  pharmacist  will 
see  the  representative! 

"Launching  the  salesforce  has  been  a 
great  success.  Every  single  product  is  now 
increasing  market  share,  and  we  have  seen 
record  sales,"  he  concludes  However,  they 
were  only  marginally  above  what  was 
expected.  "We  had  one  of  the  wettest  May's 
on  record  for  selhng-in  Summer  lines.  If  you 
have  a  shortfall  at  the  beginning  it  is  very 
difficult  to  make  it  up  at  the  end." 

Kirby-Warrick  set  up  their  OTC  division 
in  February.  Prior  to  that  products  were  dis- 
tributed by  Sangers  Agencies,  although  the 
plan  to  set  up  the  division  was  made  in 
1981  Says  David  Fleet:  "Sangers  was  a 
temporary  measure.  Had  they  been  more 
successful  we  would  have  probably  delayed 


implementation  until  we  had  a  larger  sales 
base.  However  the  success  of  the  OTC 
division  has  enabled  us  to  integrate  our  dis- 
tribution operation  more  quickly  " 

The  company  is  investing  over  i  1  '/tm  in 
setting  up  its  own  distribution  network  with 
scheduled  delivery  services.  This  year  the 
OTC  sales  force  will  be  increased  by 
another  five,  and  will  cover  7,000  outlets  on 
an  eight-week  cycle. 

"Our  major  problem  last  year  was  being 
able  to  meet  demand,"  says  David  Fleet. 
"We  are  looking  for  another  60  per  cent 
real  growth  next  year.  We  expect  our  maior 
growth  to  come  from  our  semi-ethical 
products,  Tinaderm,  Optimine,  Afrazine." 

Bristol  Myers  adopted  the  unusual 
approach  (in  the  eyes  of  the  rest  of  the 
industry  at  least)  of  advertising  their  pro- 
ducts before  recruiting  a  salesforce.  Roger 
Collins  explains  that  the  company  is  totally 
new  to  the  OTC  business  in  the  UK  (with  the 
exception  of  Angiers  junior  aspirin).  "We 
thought  the  first  thing  to  do  was  to  make 
sure  we  could  move  the  product  and  that 
we  had  a  viable  business.  We  could  only 
take  a  certain  amount  of  financial  risk  at  one 


Roger  Collins  marketing  manager  of  Bristol 
Myers  Pharmacare. 

time,  and  the  advertising  was  our  number 
one  priority  That  we  had  a  good  pharma- 
ceutical salesforce  to  start  us  off  was  useful." 

Bristol  Myers  aim  to  reach  4,500  inde- 
pendents (6,000  pharmacies  including  mul- 
tiples) every  six  to  1 2  weeks  depending  on 
size.  They  also  intend  to  call  on  every 
chemist  in  the  first  three  months.  Until  now 
contact  has  been  through  direct  mailing. 

Roy  Simpson,  sales  and  marketing 
manager  for  Oba  Consumer  Pharma- 
ceuticals, joined  the' company  in  May.  "We 


bring  Blisteze  out  in  sympathy. 


Cold  sore  sufferers  often  need  more 
than  sympathy.  They  need  Blisteze. 

Blisteze's  medicated  formula  quickly 
relieves  the  pain,  fights  the  infection 
and  helps  promote  rapid  healing. 


tezc  A      With  large  space  advertising 
(jfi/   appearing  in  eleven  top  women's 
magazines  throughout  the  year,  there' 
be  little  sympathy  for  you  if  you're 
out  of  stock. 


You  can  depend  on  DENDRON. 


Dendron  Ltd.,  94  Rickmansworth  Road,  Watford,  Herts.  WD1  7||  Tel:  (0923)  29251. 
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took  over  a  list  of  products  from  the  main- 
stream pharmai  :eutical  business  They  were 
well-known  brands  and  had  good  distri- 
bution." Like  Bristol  Myers,  Ciba  take  the 
view  that  it  is  better  to  understand  the 
business  and  brands  before  taking  on  a 
salesforce. 

"Nothing  in  this  area  should  be  rushed. 
The  whole  sitution  is  changing  and  is  likely 
to  continue  to  do  so.  Our  objective  is  to 
have  growth  in  real  terms  of  tour  to  tive 
times  our  current  level  in  the  next  live  years. 
Things  are  holding  up  well  in  the  first  six 
months,"  he  says 

All  this  sales  activity  must  ultimately  be 
to  the  benefit  of  the  pharmacist.  The  one  fly 
in  the  ointment  is  that  in  each  case  above 
some  four  to  five  thousand  pharmacies  have 
been  written  off  as  not  economically  viable 
to  visit  Are  they  going  lo  become  second- 
class  citizens? 

Advertising  strategy 

Along  with  a  salesforce,  OTC  divisions  have 
generally  brought  some  kind  of  advertising 
strategy.  Although  all  are  convinced  of 
the  vital  role  the  representative  plays, 
there  is  a  general  feeling  that  additional 
product  exposure  to  the  mass  market  is 
required. 

Kirby-Warnck  are  not  big  advertisers  as 
a  general  company  policy.  "We  have 
decided  the  direct  approach  is  the  best.  It  is 
the  single  biggest  reason  why  we  have 
decided  to  expand  our  salesforce.  We  have 
to  build  a  strong  relationship  with  the 
pharmacist,"  says  David  Fleet.  As  a 
pharmacist  himself  he  thinks  it  is  a  tragedy 
that  medicines  are  sold  outside  pharmacy. 
He  firmly  believes  in  pharmacist  recommen- 
dation. However,  not  one  to  miss  a  new 
trend,  he  hints  that  the  company  may  be 
advertising  direct  in  the  future. 

"Competitive  advertising  has  resulted  in 
a  whole  product  sector  being  demand-led. 
Pharmacy  recommendation,  while  being 
very  valid,  is  a  slow-burn  strategy  as  oppor- 
tunities with  the  customer  are  limited.  Our 
strategy  is  to  increase  that  awareness  and  to 
support  chemist  recommendation  by 
adopting  a  higher  profile  for  our  brands," 
he  says. 

David  Fleet  also  acknowledges  there  are 
limitations  to  the  direct  influence  the  repre- 
sentative can  have.  "One  essential  com- 
ponent of  the  UK  OTC  trade  is  that  around 
45  per  cent  of  business  results  from 
multiples.  The  emphasis  on  pharmacist 
recommendation  there  is  different  from  that 
in  the  independent.  The  opportunities  for 
companies  like  ourselves  to  detail  individual 
pharmacists  in  a  multiple  are  non-existant. 
You  have  to  have  the  correct  marketing  mix 
to  develop  both  sectors." 

Roger  Collins  believes  the  majority  ot 
pharmacists  are  in  favour  of  advertising  if  it 
is  handled  in  an  ethical  manner. 
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David  Fleet,  MPS,  OTC  director  at  Kirby 
Warrick. 


"1  am  a  great  advocate  of  the  pharmacist 
getting  out  there  and  selling  the  product. 
Advertising  is  a  major  telling  point  but  we 
would  want  it  very  much  to  be  supple- 
mented by  pharmacist  recommendation. 
Generally  the  pharmacist  will  not  recom-^ 
mend  a  product  that  he  is  not  convinced  has 
technical  merit,"  he  says. 

Increased  exposure  of  Pharmacy  Only 
products  on  television  has  bought  problems 
though.  The  precipitate  advertising  of 
Nurofen  on  the  screen  by  Boots  has  been 
criticised  within  the  profession,  and  manu- 
facturers fear  it  may  have  queered  the  pitch 
for  them  in  the  future.  Simon  Fitall  has 
approached  individual  companies,  the  Pro- 
prietary Association  of  Great  Britain  and  the 
NPA  with  the  suggestion  that  there  should 
be  a  12  month  embargo  on  consumer 
advertising  of  new  OTC  Pharmacy  Only 
lines,  especially  those  like  lbuprofen  trans- 
ferred from  the  Prescription  Only  list. 

Heavy  advertising  could  prompt  con- 
sumers to  buy  the  product  in  the  belief  that 
there  was  no  need  to  consult  the  pharma- 
cist. His  view  may  have  been  shaped  by  the 
Department  of  Health  clamp  on  promotion 
oi  MSB's  Brohne  eye  ointment  on  the 
grounds  that  consumers  are  not  capable  of 
diagnosing  their  own  eye  disorders.  He  says 
he  has  received  tacit  support  for  some  kind 
of  action. 

While  this  view  can  only  meet  with  the 
approval  of  pharmacists  it  is  unlikely  to  get 
much  support  from  industry.  After  consider- 
able investment  in  getting  a  product  onto 
the  market,  the  prospect  of  a  year's  wait 
before  being  able  to  reach  the  consumer 
direct  will  not  appeal. 

M&B's  OTC  products  have  relied  on 
pharmacist  recommendation  only  until  first 
advertised  to  the  consumer  in  March  1 98 1 . 
Simon  Fitall  says:  "The  difference  between 
ourselves  and  companies  like  Winpharm  is 
that  we  believe  products  can  be  advertised 
direct  to  the  consumer.  All  our  advertising 


says  'go  to  your  chemist'.  It  is  an  encourage- 
ment to  pharmacists  to  recommend  our 
products.  But  television  advertising  does  not 
mean  you  have  a  right  to  expect  recom- 
mendation —  it's  a  mistake  a  lot  of 
pharmacists  make  —  they  stock  a  product 
because  it  is  on  television.  They  do  not  have 
enough  faith  in  their  own  ability  to  convert 
consumers.  But  I  do  feel  strongly  that 
pharmacists  should  move  away  from 
companies  that  do  not  support  them." 

Advertising  of  Pharmacy  Only  products 
has  other  implications  other  than  exposing 
them  to  the  consumer.  It  means  they  can  no 
longer  be  promoted  to  the  medical  pro- 
fession. In  an  increasingly  competitive 
marketplace  the  slow  build-up  of  a  customer 
franchise  through  doctor  prescribing, 
followed  by  availability  through  the 
pharmacy  does  not  bring  the  rapid  turnover 
demanded,  and  it  is  likely  that  an  ever- 
growing number  of  ethical  OTC  products 
will  become  advertised. 


New  products  promised 

This  year  promises  to  be  a  bumper  year  for 
new  OTC  products  if  all  the  divisions 
deliver.  Although  everyone  is  naturally 
cagey  about  exactly  what  is  coming,  and 
there  is  no  doubt  new  products  are  in  the 
pipeline. 

"We  have  made  a  promise  that  there  will 
be  a  number  of  new  products  in  the 
Pharmacare  range  over  the  next  12-18 
months,  and  all  will  be  chemist-only  distri- 
bution," says  Mr  Collins.  Bristol  Myers  has  a 
well  developed  US  market  to  rely  on  for 
ideas.  Comtrex,  for  example,  is  a  direct 
application  of  a  US  product. 

Kirby- Warrick  can  also  rely  on  the 
backing  of  their  parent  company,  Schenng. 
Several  projects  are  lined  up  and  the  first 
product  introduction  will  be  in  the  early  part 
of  the  year,  in  the  dermotological  field. 

May  &  Baker  are  hoping  to  launch  new 
products  immediately  before  the  Summer 
and  in  the  Autumn,  says  Simon  Fitall.  He 
promises  developments  of  existing  strengths 

"skin  and  eyes  primarily".  Like  all 
companies  M&B  are  looking  at  their  range 
of  ethical  medicines  to  see  if  there  are  any 
likely  candidates  for  deregulation  from  Pres- 
cription Only  to  Pharmacy  Only 

Which  drug  is  the  next  to  go  "POM  to  P" 
must  be  a  headache  for  any  marketing 
manager.  It  would  be  interesting  to  know 
how  many  manufacturers  have  licence 
applications  prepared  in  anticipation  for  a 
hydrocortisone  cream  for  example? 

Although  pharmacists  might  not  under- 
stand the  marketing  concept  of  the  ethical 
OTC  division,  there  is  no  doubt  that  they 
are  selling  the  products.  With  more  effica- 
cious products  coming  onto  the  market  he 
should  also  be  giving  his  backing  as  a 
professional  advisor  on  health  matters  toi 
those  that  are  most  effective 
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The  Right  Approach 


Carbaryl  is  the  only  human  insecticide 
without  a  single  reported  case  of  louse 
resistance. 

For  head  louse  eradication,  carbaryl  is 
available  in  lotion  and  shampoo  form. 
However,  some  people -especially  those 
who  cannot  tolerate  the  pungent  smell,  or 
have  a  sensitive  skin -find  lotions 
unpleasant  or  impossible  to  use. 

An  effective  and  pleasant-to-use 
alternative  to  lotion  treatments  is  Suleo-C 
shampoo  with  carbaryl.  Incorrect  use  of 
insecticides,  however,  not  only  results 
in  treatment  failure,  but  may  encourage 
the  emergence  of  resistant  strains  of 
head  louse. 

It  is  therefore  vital  that  users  be 
firmly  encouraged  to  follow  precisely 
the  instructions  in  every  pack  of 
Suleo-C  shampoo. 


ScarSyT  SULEO'C 
shampoo  q 


Easily  applied 
effective  control  for 
head  lice. 

Harmless  to  hair  and 
scalp.  Pleasant  to 
use  and  easily 
applied  in  the  home. 

Keep  bottle  in  the 
carton  and  store  in  a 
cool  place. 


shampoo 


SULEO-C 
shampoo 

WITH  CARBARYL 
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SULEO-C 

shampoo 

with  carbaryl  0.5%  w/w 

Pleasant  to  use  for  all  the  family 


Another  guaranteed  product  from  International  Laboratories,  Wilsom  Road,  Alton,  Hants  GU34  2TJ 


PERSONAL  OPINION 

By  R.  Gartside  of  Llanberis 


Nuffield: 
one  man's 
evidence 

The  Nuffield  Inquiry  into 
pharmacy  is  gathering 
evidence.  Here  R.  Gartside 
makes  his  observations  to  it 
as  an  independent 
community  pharmacist  on 
some  areas  he  believes 
official  organisations  may 
be  unwilling  to  discuss. 

The  present  day  practice  of  pharmacy  is  to 
some  extent  removed  from  official 
procedures.  It  may  be  that  these 
procedures  need  to  be  updated  to  bring 
them  more  nearly  into  line  with  reality. 

Compulsion 

Paragraph  2  (1)  of  the  NHS  Terms  of 
Service  for  Chemists  (sic)  states  that:  "A 
chemist  shall  supply  with  reasonable 
promptness  .  .  such  drugs  as  may  be 
ordered".  Under  no  circumstances  may  he 
refuse  to  supply.  This  is  a  most  unusual 
condition,  indeed,  it  is  difficult  to  think  of 
any  other  practitioner  (or  shopkeeper)  who 
is  compelled  to  deal  with  every  person  who 
presents  himself. 

Other  practitioners  have  the  freedom  to 
decide  whether  they  will  treat  an  individual 
patient,  either  by  not  including  them  on 
their  list,  in  the  case  of  GP's,  or  simply  by 
declining,  in  the  case  of  dentists  and 
opticians.  Even  dispensing  doctors  have  the 
right  to  decide,  on  each  and  every 
occasion,  whether  they  will  dispense  for  an 
individual  patient,  or  not.  And  there  is, 
indeed,  a  special  prescription  form 
(FP 1 0(D))  for  them  to  use  when  they  decide 
not  to  dispense  for  a  dispensing  patient. 

Shopkeepers  in  other  trades,  and 
professionals  in  other  professions,  all  have 
the  right  to  decide  on  each  and  every 
occasion  whether  they  will  deal  with  a 
particular  person.  But  this  right  is  denied  to 
the  community  pharmacist  and  his  self- 
esteem  is  correspondingly  diminished. 

In  practise,  many  community 
pharmacists  decline  to  dispense  individual 
prescriptions,  generally  using  as  their 
excuse  lack  of  stock  and  the  length  of  time 
before  they  can  obtain  stock.  Obviously, 
commercial  reasons  alone  ensure  declining 
to  dispense  individual  prescriptions  is  rare, 


since  a  reputation  for  not  having  stock  is  one 
of  the  worst  things  a  community  pharmacist 
can  have. 

This  freedom  to  exercise  professional 
discretion,  as  to  whether  or  not  to  accept  a 
prescription  for  dispensing,  could  have 
important  conseguences.  For  example,  in 
the  control  of  the  abuse  of  drugs  where  the 
pharmacist  presently  has  discretion  in 
respect  of  private  prescriptions  but  not  in 
respect  of  NHS  prescriptions. 

It  might  be  argued  that  giving 
pharmacists  this  professional  right  would  be 
putting  into  their  hands  a  weapon  which 
they  could  use  in  any  future  dispute  with  the 
Department  of  Health.  From  the 
pharmacist's  viewpoint  there  could  be  little 
wrong  with  that,  for  there  is  a  general 
feeling  that  the  scales  are  weighted  too 
heavily  in  the  Department's  favour  at 
present.  But  it  is  very  unlikely  that  there 
would  actually  be  any  significant  change. 

A  precedent  exists  in  the  case  of  bulk 
prescriptions.  The  Pharmaceutical  Society 
advised  that  these  should  not  be  dispensed 
when  they  called  for  preparations  in  the  old 
Schedule  4  to  the  Poisons  Rules.  As  far  as  is 
known  this  advice  has  been  followed.  No 
Service  Committee  hearings  have  resulted . 
So  it  can  well  be  argued,  that  in  practical 
terms,  pharmacists  are  able  already  to 
refuse  to  dispense  particular  prescriptions  in 
accord  with  their  professional  judgment. 

What  is  wrong  is  that  right  to  exercise 
professional  judgment  is  specifically  denied 
by  regulation. 


Repeat  prescriptions 

Although  the  relevant  legislation  on  POMs 
makes  allowance  for  repeat  prescriptions, 
the  NHS  Regulations  specifically  disallow 
them  on  NHS  prescriptions. 

Many  modern  medicines  need  to  be 
taken  continually  by  the  patient.  He  must 
visit  his  doctor's  surgery  at  regular  intervals, 
often  having  to  make  two  visits,  to  obtain 
NHS  prescriptions  for  his  continuing 
supplies.  This  has  resulted  in  two  adverse 
effects:  the  writing  of  prescriptions  by 
ungualified  staff  (for  later  signature  by  the 
doctor),  and  the  prescribing  of  excessivly 
large  quantities,  with  consequent  waste. 
There  is  also  a  tendency  for  the  quantities  of 
different  medicines  on  these  "repeat" 
prescriptions  not  to  balance  the  same 
treatment  periods.  Patients  then  gradually 
acguire  an  excess  stock  of  one  particular 
medicament  which  is  eventually  wasted. 

In  rural  areas,  where  the  relationship 
between  doctor  and  pharmacist  can  often 
be  closer  than  it  is  in  towns,  it  is  in  some 
places  the  practice  for  the  pharmacist  to 
dispense  repeat  prescriptions  and  for  the 
doctor  to  [write  or  sign  the  necessary 
prescriptions  at  regular  intervals.  This 
practice  is  illegal.  I  do  not  myself  handle 


repeat  prescriptions  in  this  way  and  I  am 
sure  the  practice  will  be  denied  by  all  of  the 
relevant  professional  bodies.  Nevertheless  it 
exists  on  guite  a  wide  scale. 

I  would  suggest  that  you  might  like  to 
give  consideration  to  a  legal  scheme  of  this 
kind  for  the  handling  of  repeat 
prescriptions.  The  present  "system"  is  for 
the  doctor's  receptionist  to  write  out 
prescription  forms,  which  he  later  signs 
before  they  are  handed  to  the  patient 
However  conscientious  the  doctor,  there 
are  inevitably  occasions  when  he  is  hard 
pressed.  If  he  is  then  asked  to  sign  perhaps 
30  to  60  forms,  he  perhaps  does  not  give 
each  one  the  scrutiny  it  deserves. 

Evidence  from  a  number  of  prescription 
surveys  show  that  receptionist-written 
prescriptions  have  a  much  higher 
percentage  of  errors  than  doctor-written 
prescriptions.  This  "system"  in  reality  relies 
on  the  vigilance  of  the  pharmacist  for  its  safe 
functioning. 

I  would  suggest  that  it  would  be  better  to 
rely  directly  on  the  pharmacist  for  repeat 
prescriptions,  so  that  the  patient  is  in  actual 
contact  with  a  professional  on  each  occasion 
they  request  a  "repeat"  prescription.  The 
advent  of  computer  technology  means  that 
a  safeguarded  scheme  could  be  set  up.  The 
prescriber  would  give  the  patient  a  written 
"Treatment  Authorisation"  for  repeat 
prescriptions  of  one  month's  supply  to  take 
to  the  pharmacist  of  his  choice.  The  duration 
to  be,  say,  six  months. 

The  pharmacist  chosen  by  loe  Bloggs 
would  copy  this  authorisation  into  his  files 
and  remit  the  actual  piece  of  paper  to  the 
PPA,  who  would  enter  the  details  into  the 
computers  which  they  are  now  buying. 
Every  month  Joe  Bloggs  would  go  along  to 
his  chemist  and  request  a  repeat  supply  and 
the  pharmacist,  having  ascertained  that  Joe 
Blogg's  clinical  condition  had  not  materially 
altered,  would  write  out  his  own 
prescription  for  pricing  and  would  supply 
the  medicaments  to  Joe  Bloggs.  This  would 
continue  until  six  months  was  completed,  at 
which  time  Joe  Bloggs  would  again  have  to 
visit  his  doctor  to  obtain  a  further  written 
"Treatment  Authorisation".  PPA,  using  their 
computer,  would  compare  the  pharmacist's 
prescriptions  with  the  doctor's  written 
authorisation,  and  would  not  pay  for  any 
which  were  not  in  accord  with  that 
authorisation. 

Essentially  this  system  already  operates 
in  many  rural  areas  and  has  much  to 
commend  it.  I  am  sure  that  you  will  receive 
a  number  of  submissions  saying  that  more 
use  should  be  made  of  the  pharmacist's 
expertise.  Here  is  one  concrete  example  of 
such  use. 


I  Mr  Gartside's  submission  to  Nuffield  has 
been  edited  slightly  for  space  reasons. 
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WITH  DENTU-HOLDJHE 
NOTHING  INVISIBLE  ABOUT 

THE  PROFITS! 


Dentu-Hold  -  the  invisible  liquid  denture 
fixative,  has  been  a  phenomenal  success 
since  its  launch  a  year  ago. 

In  1983  it  increased  fixative  r 
sales  by  nearly  20%. 

For  1984,  the  same  highly 
effective  National  TV  campaign 


continues  from  February  through  March. 
Make  sure  you're  well -stocked  with  this 

unique  winner- arid  grab  some 

very  tangible  profit. 

Contact  the  representative 

at  Stafford-Miller  for  bonus 
iyik  details. 


Di      •  tg 


doctors  is  highlighted  once  again  by  the 
way  pharmacists  are  discriminated  against. 
Doctors'  costs  are  allowed  to  go  on 
unchecked,  and  the  need  to  collect 
prescription  charges  on  personally 
administered  drugs  is  scrapped.  Yet  when  it 
comes  to  dispensing  a  drug  to  be  personally 
administered  from  a  pharmacy  the  patient 
has  to  pay  the  normal  prescription  charge. 
Apparently  the  DHSS  feels  it  is  logical  to 
pay  out  an  enormous  amount  in  excess 
profits  to  dispensing  doctors,  but  can't 


afford  to  allow  the  drop  on  prescription 
charges  for  personally-administered  drugs, 
which  involves  a  tiny  amount  of  money  by 
comparison. 

I  would  ask  pharmacists  to  contact  their 
MPs  regarding  the  lack  of  accountability  of 
the  way  dispensing  doctors  acguire 
payments  of  their  drug  costs.  Only  by 
constant  badgering  from  all  parts  of  the 
country  can  we  hope  to  get  a  remedy  to  this 
ludicrous  situation. 
John  Davies 
Secretary, 

Rural  Pharmacists  Association, 
Wiveliscombe,  Somerset. 

C&D  regrets  the  terms  of  the  insert  by 
Maltown,  which  had  been  booked  on  the 
basis  of  the  Synogist  advertisement  on  the 
reverse.  We  were  unaware  that  the  copy 
was  addressed  primarily  to  the  medical 
profession  until  it  was  too  late  —  all  those 
subscribers  who  have  written  or  telephoned 
can  rest  assured  that  our  interest  is  solely 
that  of  the  community  pharmacist  —  Editor. 


Weak  role  

Alison  Morley's  article  on  counter- 
prescribing  (C&D  January  1 4)  neatly 
reveals  the  weakness  of  the  pharmacist's 
role  —  that  we  cannot  counter  prescribe  for 
a  trivial  ailment  if  the  treatment  is  POM. 
Regrettably  no  drug  may  be  released  from 
this  constraint  unless,  like  Ibuprofen,  it  may 
be  mass  advertised  and,  in  effect,  sold  direct 
to  the  public  on  a  basis  of  self  diagnosis. 

There  is  no  legal  framework  for  a  class  of 
medicines  that  we  may  supply  on  a  basis  of 
personal  assessment .  It  is  for  this  we  should 
be  lobbying  our  MPs,  not  for  a  larger  share 
of  shrinking  NHS  resources. 

Counterprescribing,  as  opposed  to 
demand  selling,  has  been  neglected 
because,  being  excluded  from  the  NHS,  it 
has  seemed  unimportant.  If  the  DHSS  now 
manages  to  "cap"  expenditure  on  drugs, 
then  our  lack  of  income  outside  of  the  NHS 
will  be  keenly  felt. 
Alan  Castell 
Rainham,  Essex. 


No  profit? 


I  understand  that  the  Minister  for  Health  has 
stated  that  dispensing  doctors  are  not 
expected  to  make  any  profit  out  of 
dispensing. 

Surely  this  is  the  answer  to  all  of  our 
problems.  If  the  Government  will  increase 
our  remuneration  to  the  level  of  dispensing 
doctors  we  will  not  make  a  loss  either. 
Brian  Wells 
Withernsea. 


Why  the  rush? 

I  have  always  advocated  (and  still  do)  that 
we  need  a  new  contract,  but  the  unholy 
haste  of  the  Minister  of  State  makes  me  add 
my  voice  to  the  pleas  that  we  "taste  and  try 
before  we  buy." 

I  am  sure  our  negotiators'  intentions  are 
sincere  enough,  but  I  ask  myself:  "Is  our 
David  a  match  for  the  Phillistinian  Goliath  of 
Whitehall  intrigue  and  deceit?"  Let  us  start 
by  telling  the  Department  to  "get  lost"  as 
regards  rushing  us  to  complete  in  a  few 
months  what  previous  Ministers  have  been 
brushing  under  the  carpet  for  years. 

Any  new  contract  needs  to  be  examined 
in  detail  not  only  by  LPCs  but  by  specially- 
convened  meetings  of  contractors,  as  well 
as  all  branches  of  the  Society  and  the  NPA. 
It  will  be  little  use  complaining  afterwards  if 
we  find  ourselves  saddled  with  a  contract 
worse  than  that  we  already  have. 

It  must  be  an  individual  contract.  Our 
present  one  is  not  per  se  entirely  bad:  it  is 
the  bureaucratic  "averaging"  in  order  to 
reduce  everything  to  so  much  per  item, 
which  has  produced  such  complete  chaos. 

Study  the  present  ludicrous  method  and 
what  do  we  find?  Part  of  the  professional  fee 
"reflected"  here  and  part  there,  and 
similarly  with  profit  margin  and  on-cost. 
There  is  so  much  "reflection"  that  it 
positively  dazzles.  Add  to  this  "global  . 
figures,"  "throughput"  and  what  have  you, 
and  the  result  is  that  the  poor  GP 
pharmacist  finds  the  whole  botch-up 
completely  incomprehensible.  Every 
contractor  must  be  able  to  see  at  a  glance 
how,  and  if,  he  is  being  paid. 

Professional  fees  can  be  reduced  to  so 
much  per  item  if  that  is  what  the  bureaucrat 
wants;  the  cost  of  drugs  will  be  an  exact 
figure  certified  monthly  by  the  Pricing 
Bureau.  But  premises  fees,  practice  fees 
(call  them  what  you  like),  overheads,  rent, 
rates  and  staff  must  be  an  individual  figure, 
possibly  arrived  at  each  month  as  one- 
twelfth  of  the  Inland  Revenue  certified 
figures  for  the  previous  financial  year, 
reduced  to  a  fraction  in  the  proportion  of 
certified  NHS  turnover  to  counter  turnover. 

The  notional  salary,  of  course,  must  not 
be  subject  to  fractionation:  NHS  regulations 
require  full-time  presence  of  the  pharmacist 

The  Department  must  be  told  plainly: 
Enough  is  enough,  no  more  averaging  — 
there  is  no  such  being  as  the  average 
pharmacist,  no  such  place  as  the  average 
pharmacy,  no  such  thing  as  the  average 
prescription  and  certainly  no  such  figure  as 
average  overheads.  This  and  this  alone, 
must  form  the  basis  of  any  new  contract. 
Edwin  Evens 
Upmmster,  Essex. 


I  wonder  if  all  pharmacists  were  as  shocked 
as  I  was  to  receive  an  insert  in  last  week's 
C&D  advertising  parallel  imported  drugs. 
The  heading  of  the  insert  was  "Of  interest  to 
the  dispensing  doctor"  and  underneath  in 
smaller  type  "Community  pharmacist  & 
health  authorities."  The  address  of  the  firm 
Maltown  sprl,  etc,  of  Belgium,  is  printed  at 
the  bottom  followed  by  "The  specialists  in 
the  legal  supply  of  imported  ethical 
pharmaceuticals"  under  licence  from  the 
Belgian  Health  Authority. 

Two  things  come  to  mind  immediately 
regarding  the  prominence  of  the  directive 
to  the  dispensing  doctor.  Why  have 
Maltown  made  their  appeal  more  positively 
to  the  dispensing  doctor  rather  than  the 
more  obvious  community  pharmacist,  and 
why  has  C&D  allowed  such  an  advert  to 
appear  in  a  journal  whose  direct  concern 
must  be  the  well  being  of  pharmacists. 

However,  the  insert  is  of  great  interest  to 
the  Rural  Pharmacists  Association  as  the 
advert  implies  that  dispensing  doctors  are 
the  more  lucrative  target  for  Maltown  to  aim 
at,  and  provides  further  evidence  to  the 
DHSS  of  what  is  actually  going  on  in  the 
part  of  the  NHS  which  is  completely 
unaccountable  and  where  profits  can  be 
made  on  an  enormous  scale.  I  shall  be 
writing  to  my  MP  and  to  the  Minister  for 
Health  to  point  out  the  obvious  inferences  to 
be  made  from  the  nature  of  the  insert. 

Isn't  it  about  time  that  some  sort  of  check 
be  made  on  doctors'  invoices?  The  whole 
"freedom  to  supply"  without  having  any 
accountability  is  nonsense  and  an  evasion  of 
duty  on  behalf  of  the  DHSS.  There  surely 
must  be  made  available  to  the  government 
an  accurate  assessment  of  the  profits  made 
by  dispensing  doctors:  this  can  be  so  easily 
adduced  by  assessing  payments  made 
against  invoice  costs.  Indeed  it  would  be  a 
simple  way  of  paying  doctors  their  invoice 
charges  and  not  bothering  about  their 
prescription  costs,  payments  being  made  on 
fees  and  other  allowances. 

This  attitude  to  the  costs  of  dispensing 
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THE  CONSIDERATE  SOLUTI 
TO  INCONTINENCE. 


Developed  by  Peaudouce,  Slipad 
are  a  new  and  unique  system  of  inconti- 
nence protection. 

Each  Slipad  is 
an  all-in-one  dis- 
posable garment 
that's  very  absor- 
bent and  easy  to 
change,  with  an 
adjustable  waist 
and  elasticated  legs 
to  ensure  an  unobtrusive,  close  fit,  with 
maximum  protection  against  leakage 
and  odour.  They  are  available  in  three 
hip  sizes,  Model  1  (19-32  ins),  Model  2 
(27-  39ins)  and  Model  3  (39-59ins), 


with  Handipacks  in  each  size,  and  special 
trial  packs  which  give  your  customers 

the  opportunity  to 
try  Slipad  at  only 
99p.  And  we're 
making  sure  that 


they  will  want 
to  try,  with  national 
advertising  in  the 
special  interest 
press  and  free  point- 
of-sale  material  for  all  retail  outlets. 

The  next  time  you're  asked  about 
incontinence  protection,  give  them  the 
considerate  solution,  make  sure  you 
stock  Slipad. 


■ETTERSi 


Original  pack 
dispensing 

Once  again  it  seems  the  Council  is  pushing 
the  profession  along  a  road  nearer  to  the 
edge  of  the  cliff. 

As  a  paid  negotiator  for  PSNC,  Mr  Alan 
Smith  would  do  well  to  heed  the  words  of 
Alan  Castell  (PI  January  21):  "Is  this  service 
worth  £300m  a  year  to  the  NHS".  We  all 
know  what  the  Government's  answer 
would  be. 

It  would  be  an  idea  to  look  at  European 
pharmacy.  Despite  the  fact  that  the 
standards  of  pharmacy  are  much  higher, 
which  I  heartily  agree  with,  you  will  find  that 
the  dispensing  of  medicines  is  purely  a 
technical  job  that  does  not  require  any 
pharmaceutical  input:  the  pharmacist  stays 
tucked  away  in  his  office,  far  away  from  the 
patient/technician  interchange.  Where 
would  the  policy  of  supervision  be  in  that 
kind  of  case? 

Another  situation  that  could  occur  — 
and  with  this  Government's  deliberate 


policy  of  cost  cutting  would  be  very 
appealing  —  would  be  to  have  dispensing 
depots  manned  by  a  technician  and  just 
checked  over  from  time  to  time  by  a 
pharmacist  based  some  distance  away.  To 
those  who  suggest  that  this  is  nonsense  one 
should  look  at  today's  hospital  service  for 
evidence. 

I  would  suggest  that  those  members  of 
Council  in  favour  of  OP  dispensing  should 
think  very  carefully  before  embarking  on 
this  course  of  action  and  think  for  once  of 
the  future  of  pharmacy. 
A.  D.  Allen 
London  El  8 


It  seems  to  me  to  be  a  very  short  step  from 
original  dispensing  to  automated 
dispensing. 

Am  I  right?  And  would  the  majority 
of  pharmacists  really  want  to  see  this 
happen. 
N.  Beckett 
Nottingham. 


Moles  and 
badgers  

The  editor  has  intimated  that  his  readers  do 
not  really  like  correspondents  who  write 
under  a  pseudonym  and  he  would  prefer,  in 
future,  such  letters  to  be  "public"  unless  of  a 
sensitive  nature.  I  have  never  understood 
this  attitude  and  I  wonder  if  I  may  crave  his 
indulgence  for  one  last  time,  to  offer  a 
defence  of  anonymity? 

Pharmacists  as  a  group  are  not  public 
people.  We  have  been  likened  to  moles  and 
badgers  —  busy  little  creatures  who  work 
away,  shielded  from  the  spotlight.  As  a 
consequence,  I  think  we  tend  not  to  air  our 
views  as  widely  as  we  might  —  even  within 
the  profession.  A  proscription  on 
pseudonyms  does  not  help. 

I  use  the  nom  de  plume  "Clovis"  when  I 
wish  to  offer  my  viewpoint  to  more  than  a 
local  audience.  What  I  seek  to  avoid  is 
being  telephoned  by  friends  and  colleagues 
who  may  support  or  decry  that  viewpoint.  I 
do  not  like  being  buttonholed  at  meetings 
and  taken  point  by  point  through  the 


AS  FAR  AS  THEY'RE 
CONCERNED 

PHARMAGEN 

IS  FIRST 

Wc  at  Pharmagen  are  tar  too  modest  to  claim  for 
ourselves  the  position  of  the  first  and  only  agency  company 
in  the  chemist  sector.  But,  as  you  can  see  from  the  names  in 
our  portfolio,  there  are  plenty  of  people  who  do  regard  us 
that  way. 

However,  there's  one  thing  we  can  say  -  since  we  were 
formed  in  1978,  we've  done  more  than  anyone  to  help 
companies  large  and  small  to  develop  their  brands 
effectively  in  this  highly  specialised  market.  And,  as  you  can 
see  for  yourself,  the  products  we've  handled  are  now 
familiar  names  in  retail  pharmacies  throughout  the  UK. 

It's  all  thanks  to  our  highly  experienced  team  who  have 
an  impressive  track  record  in  marketing,  selling  and 
distribution  to  chemists  on  a  franchise  basis. 

If  your  company  is  looking  for  specialist  support  in 
developing  O.T.C.'s  through  retail  chemists,  then  contact 
either  Bernard  Sparling  or  Alan  Shepherd. 

Pharmagen  Limited, 

West  Lane,  Runcorn,  Cheshire  WA7  2PE. 
Tel:  0928  712918. 
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correspondence.  Having  expressed  an 
opinion,  I  like  to  discuss  something  new. 

The  editor  does  of  course  have  my  name 
and  address.  If  any  reader  is  sufficiently 
concerned  by  any  letter,  I  am  perfectly 
content  that  such  information  is  passed  on, 
so  that  I  may  be  contacted.  It  is  another 
matter  if  an  attack  on  an  individual  is 
involved  —  there  is  then  no  excuse  for 
hiding  behind  a  pseudonym. 

That  is  all  —  The  chronicle  is  closed. 
Clovis 

Reasoned 
option 

"X-rayser"  recently  commented  (January 
14,  p54)  on  the  existence  of  applications  for 
the  transfer  in  rural  areas,  from  prescribing 
to  dispensing  lists,  for  more  than  one 
member  of  a  household,  or  otherwise,  in 
bulk.  I  have  always  taken  the  view  that  there 
are  some  battles  you  should  not  lose,  and 
some  from  which  it  may  be  politic  to  retire 
gracefully,  and  I  suspect  that  this  may  be 
one  of  the  latter. 


I  would  certainly  not  object  to  an 
application  coming  before  Essex  dispensing 
subcommittee  bearing  the  names  of  an 
elderly  couple,  both  of  whom  claimed 
infirmity  and  conseguent  hardship.  That  is, 
of  course,  not  to  say  that  I  would  be 
prepared  to  actually  grant  their  request;  I 
just  wouldn't  be  legalistic  about  the  form  of 
application.  Likewise  an  application  for  a 
couple,  plus  young  children,  would  tend  to 
be  dealt  with  en  bloc  but  not  for  children 
who  had  reached  the  ages  of  16-plus. 

Indeed,  the  existence  of  teenage 
children  in  a  household  would  for  me  be 
prima  facie  evidence  that  there  was 
someone  in  the  household  who  could  be 
sent  out  to  collect  prescribed  medicines.  I 
am  quite  certain  that  these  same  children 
would  travel  that  evening  to  places  much 
further  away  than  the  two  or  three  miles 
necessary  to  go  to  the  nearest  pharmacy. 
However,  a  signature  of  someone  other 
than  the  applicant  would  give  me  great 
cause  for  concern,  unless  of  course  the 
applicant  was  blind. 

In  other  words,  I  would  not  be  legalistic 
about  the  matter;  rather  I  would  try  to  be 
rational,  and  thereby  convince  the  lay 


members  of  my  essential  reasonableness . 
Miali  E.  James 

Convey  Island,  Essex. 

Mr  James  is  a  member  of  Essex  dispensing 
subcommittee.  Editor. 


The  fourth  item  had  to  be 
extemporaneously  dispensed. 


Who's  running your business?^ 

u  rely  on  NHS  dispensing  for  the  major  part  of       enable  you  to  refit  now  and  only  pay  for  the  installation  as  you  T'r  « 


If  you 

your  income  the  prospects  hardly  seem  encouraging. 
Discount  clawback,  pressures  on  margins  and 
continuing  government  attention  all  add  up  to  an 
increasing  difficulty  in  securing  an  adequate  return 
from  your  prescription  business. 

The  route  to  continuing  survival  and  prosperity 
for  the  retail  pharmacy  therefore  is  surely  to  think 
positively  and  develop  that  part  of  your  business 
which  is  totally  within  your  control— your  front  shop 
retail  sales  area. 

We  can  show  you  how,  by  adopting  the  latest 
techniques  in  store  layout,  product  positioning  and 
merchandise  presentation,  your  shop  can  be  made 
to  realise  its  full  sales  and  profit  potential  to  put  you 
firmly  back  in  control  of  your  own  destiny 

What  is  more,  at  a  time  when  capital  may  be 
scarce  we  can  offer  attractive  leasing  terms  which 
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enjoy  the  benefit  from  it. 

If  you'd  like  an  estimate  and  a  pay-back  projection 
based  on  your  pharmacy,  or  just  further  information  at 
this  stage,  return  the  coupon  or  telephone  today 


The 
Northlleel  _ 
Group 


up 

SHOWRAX 


HELPING  THE  MODERN 
PHARMACIST  TO  A 
SECURE, 
PROFITABLE  AND 
INDEPENDENT 
FUTURE. 


eg  BUSINESS  NEWS 


McCarthys  steady  — 
Barclays  profits  soar 


Barclay  &  Sons  made  £194.000  in  the 
first  half  of  1983-84.  almost  equalling 
the  previous  year's  total  profits  of 
£205.000.  Macarthys'  results  for  the 
same  period  were  less  spectacular,  but 
showed  significant  advances  in 
surgical  and  veterinary  operations. 

Barclay's  performance  —  which 
compares  with  last  year's  equivalent  of 
£4 1 ,000  —  was  achieved  on  sales  up 
£4,800  to  reach  £39. 46m.  Managing 
director  Mike  Hennessy  credits  the 
improvement  to  the  company's  "more 
aggressive"  attitude  throughout  all  areas  of 
their  business. 

He  points  out  that  Barclays  would  have 
done  even  better  were  it  not  for  the 
£  1 40,000  in  profits  "lost"  to  the  DHSS  cuts. 

Macarthys  put  their  equivalent  at  over 
£200,000.  Their  pharmaceutical 
manufacturing  division  marked  time  with 
profits  of  £269,000  (last  year  £267,000)  on 
sales  up  £200,000  at  £2. 84m.  Profits  in 
pharmaceutical  distribution  were  slightly 
down  at  £  1 .06m  (£  1 .08m),  with  sales 
improving  £7m  from  last  year's  £104. 5m. 

Savory  &  Moore  put  £900,000  on 
profits,  making  a  total  of  £309,000.  Sales 
reached  £  1 2.44m  from  the  previous 
£  1  1  43m.  Effects  of  clawback  in  the  rest  of 
1 984  are  unlikely  to  be  as  serious  as  was 
previously  feared,  says  chairman  Alan 
Ritchie. 

The  group  as  a  whole  made  £  1  88m 
(£  1 .67m)  on  total  sales  of  £  1 40m  (£  1 29m). 

Star  performer  was  the  veterinary 
operation,  with  a  £107,000  increase  taking 
profits  to  £3 1 4,000.  Turnover  was  £9. 7m 
(£8. 2m).  Surgical  division  sales  reached 
£  10.81m  (£8. 66m),  giving  profits  of 
•£396,000  (£320,000). 

Pharmaceutical  distribution  is  likely  to 

Bangers  Photo 
set  for  USM 

The  proposed  flotation  of  Sangers 
Photographies  on  the  unlisted 
securities  market  (C&D  December 
17/24/31  pi  114)  is  set  to  proceed  in 
February. 

A.J.  Bekhor,  the  company's  brokers,  will 
place  24  per  cent  of  Sangers 
Photographies'  ordinary  share  capital  on  the 
USM  as  soon  as  possible  after  February  3's 
extraordinary  general  meeting. 

If  the  placing  is  set  at  the  expected  price 
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remain  difficult  in  the  second  half,  warns  Mr 
Ritchie,  subject  as  it  is  to  further  action  from 
the  DHSS.  But  he  expects  it  to  remain 
broadly  in  line  with  last  year. 

Macarthys  are  currently  engaged  in  a 
£  1  m  capital  spending  programme  to 
increase  their  production  capacity .  It  is 
hoped  a  new  factory  at  Romford  will  be  in 
operation  by  June. 

A  strong  performance  in  the  retail 
division  allowed  Dixons  —  parent  company 
to  Barclays  —  to  increase  first-half  profits  by 
38  per  cent  to  £7. 6m. 

Total  group  turnover  was  £29m  higher 
at£161.7m. 


The  Macarthys'  party  for  hospital 
pharmacists  held  at  the  Pharmaceutical 
Society  last  week  was  attended  by  over 
350  pharmacists,  mainly  from  the 
metropolitan  regions  but  also  from  as  far 
afield  as  Norwich  and  Brighton.  Mr  Colin 
Hitchings,  the  Society's  president  (centre) 
is  seen  here  with  Mr  Peter  Barratt,  MPS, 
Macarthys'  operations  director  (left)  and 
Mr  Jim  Canning,  MPS,  Macarthys' 
marketing  director. 


of  £0.23'/2,  the  2,400,000  ordinary  shares 
involved  will  realise  about  £450,000 

Sangers  pic  will  keep  the  rest  of 
Photographies  share  capital,  retaining 
Sangers  Photographies  as  a  subsidiary. 

Photographies'  board  of  directors  is  to 
be  headed  by  R.J.  Branston  as  chairman 
and  F.J.  Hatton  as  managing  director.  Both 
have  resigned  from  the  main  Sangers  board 
in  order  to  devote  their  time  to 
Photographies. 

Mike  Flinn,  chief  executive  of  Sangers 
pic,  is  to  become  a  non-executive  director 
of  Photographies.  It  is  not  thought  there  will 
be  any  significant  dealings  between  Sangers 
Photographies  and  the  rest  of  the  group. 


Glass  makers 
fight  back 

The  Glass  Manufacturers  Federation 
has  launched  a  £300.000  marketing 
campaign  to  win  back  markets  lost  to 
other  packaging  materials. 

Beatson  Clark  marketing  director  John 
Clark  believes  the  industry  has  been  too 
gentlemanly  in  the  past:  "That  is  going  to 
change"  he  promises.  "Instead  of  sitting 
back  and  taking  the  knocks,  we're  going  to 
get  out  there  and  attack  the  competition." 

The  Federation's  campaign  is  based  on 
independent  research  looking  at  consumer 
and  trade  attitudes  to  glass. 

Of  the  five  consumer  categories  judged 
most  important  in  packaging  materials  — 
keeping  contents  fresh,  not  affecting  taste, 
strength,  ease  of  opening  and  "resealability" 
—  glass  came  top  in  four. 

The  GMF  campaign  will  concentrate  on 
trade  advertising.  This  will  be  backed-up  by 
a  "Good  Taste  of  Glass"  competition,  in 
which  the  Institute  of  Packaging  will  judge  a 
monthly  selection  of  new  or  relaunched 
products  packaged  in  glass. 

The  industry's  recent  period  of 
rationalisation  is  now  approaching 
completion,  according  to  the  GMF.  Since 
1979,  the  workforce  has  been  cut  in  half. 

"The  industry  is  now  fighting  fit,  and  its 
going  to  be  a  healthy  survivor,"  says  John 
Clark.  

29-acre  plant 
for  A.  H.  Robins 

A.H.  Robins  held  the  topping-out 
ceremony  on  Monday  for  their  new 
81.000  sq  ft  factory  in  Langhurst. 
Sussex. 

The  official  opening  of  the  building,  part 
of  a  £9m  investment,  is  planned  for 
September.  The  29-acre  site  will  replace 
plant  and  offices  established  in  Horsham  23 
years  ago.  The  company,  whose  corporate 
headquarters  is  in  Richmond,  Virginia, 
USA,  is  also  considering  whether  to  base  a 
new  european  research  and  development 
centre  on  the  site. 


Retail  prices 


The  Department  of  Employment  retail  prices 
index  for  all  items  reached  342.8  in 
December  1983  (January  1974=  100).  This 
represents  an  increase  of  0.3  per  cent  on 
November  1 983  (34 1 .9)  and  an  increase  of 
5.3  per  cent  on  December  1982. 
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BUSINESS  NEWS! 


David  Anthony 
get  Britpharm 

David  Anthony  Pharmaceuticals  — 
currently  shifting  across  Liverpool  to 
larger  premises  —  are  new  distributors 
for  Britpharm  products. 

Final  product  discussions  have  yet  to  be 
completed,  but  the  company  say  they  will 
be  marketing  "a  full  ethical  and  OTC 
'range." 

The  company  are  in  the  process  of 
putting  together  a  self-employed  sales  force 
for  Britpharm  business.  Consumer 
advertising  is  promised  for  the  Spring. 

David  Anthony  hope  to  complete  their 
move  from  Crosby  to  Speke  by  February  1 . 
The  new  complex  offers  a  50,000  sg  ft 
warehouse,  with  accompanying  office 
accommodation  and  good  communication 
links  through  Speke  airport  and  the 
motorway  network.  It  is  this  increased 
capacity  which  has  allowed  the  company  to 
ake  on  new  agencies. 

New  address  for  David  Anthony  —  who 
also  distribute  Sudocrem  and  Enterosan  — 
s  Edwards  Lane,  Speke,  Liverpool  L24 
$AH(tel  051-486  71 17). 


ill 


Molehaven  are  entering  pharmaceutical 
production  with  paracetamol  tablets. 
Available  in  24,  48  and  96-tablet  packs, 
these  will  soon  be  joined  by  aspirin,  soluble 
aspirin  and  ibuprofen.  Molehaven's  tablets 
are  manufactured  by  M.A.  Steinhard  — 
neighbours  on  their  industrial  estate  —  but 
blister-packed  and  marketed  by  the 
company  itself.  Own-label  contract 
packaging  can  also  be  arranged. 
Molehaven  will  initially  be  supplying  10 
tons  of  paracetamol  each  month.  Inquiries 
should  go  to  703  Tudor  Estate,  Abbey 
Road,  London  NW10  7UW  (tel:  01-965 
6551)  


Second  read  for 
shops  theft  Bill 

Labour  MP  Greville  Janner's  private 
members  Bill  banning  private 
prosecutions  for  shop  theft  is  to  get  a 
second  reading  on  March  23. 

The  Bill  requires  that  prosecutions  of  this 
kind  be  brought  by  the  police  instead 

Two  reasons  are  given.  To  take  what  Mr 
Janner  sees  as  the  burden  of  bringing  legal 
proceedings  away  from  retailers  who  have 
neither  the  resources  nor  the  ability  to  bear 
it.  And  to  ensure  that  the  elderly  and  infirm 
are  not  taken  to  court  without  prior 
investigation. 

Mr  Janner  says  the  Bill  is  backed  by  the 
multiples'  British  Retailers'  Association,  with 
one  reservation.  They  would  like  to  retain 
the  right  to  prosecute  themselves  if  the 
police  decide  not  to.  The  MP  argues  this 
would  interfere  with  the  proper  execution  of 
police  duty. 

The  Chief  Commissioner  of  the 
Metropolitan  Police  has  written  to  Mr 
Janner:  "In  principle  we  are  prepared  to 
accept  responsibility  for  all  prosecutions  of 
shoplifters." 


FORREST  PRINTER  COVER  for  FX80 

(Registered  Design  applied  for) 


H 


This  purpose-designed  colour-matched  ABS  printer  cover, 
which  is  fitted  as  standard  on  the  FORREST  SYSTEM,  is 
now  offered  as  an  extra  on  other  leading  systems  using  the 
EPSON  FX80  printer. 

Pleasing  to  the  eye,  it  reduces  noise  levels,  aids  label 
removal,  and  doubles  as  a  prescription  tray. 

Only  £25  +  £2  p.p.  {  + VAT) 

( full  refund  if  not  completely  satisfied) 

Send  your  order  and  cheque  (for  €3 1. 05)  to:  — 
D  P.  FORREST  LTD 
145  HAMSTEAD  ROAD,  BIRMINGHAM  B43  5BB. 
Tel:  021  358  3588 

Our  highly-praised  FX80  TRACTOR  UNIT/LABEL  PEELER 
is  also  available  to  special  order.  It  guarantees  to  cure  any 
label-twisting  or  feeding  problems. 


£3,000  Reward 

will  be  paid  to  anybody  who  can 
name  all  the  new  shops  opened  in 
London  in  November. 


200-300  new  shops 

open  in  London  every  single  month 
we  know  the  addresses  of  all  of  them. 
This  explosive  information  is  available 
to  your  main  competitor  or  to  you, 
o  will  it  be  ...  ? 


Pick  up  the  'phone  and  call 

01-451  2292 

Now! 

Ruth  James,  Mast  Enterprises, 
Suite  4,  37  Christchurch  Avenue, 
London  NW6. 
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COMING  EVENTS 


Ferryman  to 
cross  channel 

Numark  wholesaler  Herbert  Ferryman  & 
Co  of  Southampton,  are  hoping  to  repeat 
their  floating  trade  fair  of  five  years  ago. 

The  company  have  chartered  a 
Townsend  Thoresen  cross  channel  ferry  for 
a  trip  from  Portsmouth  to  Cherbourg  and 
back  on  Sunday  May  13. 

The  trade  fair  is  to  be  held  in  the  large 


NAWP  weekend 


The  National  Association  of  Women 
Pharmacists'  weekend  residential  course, 
titled  "Pharmacy  practice  in  the  1 980's"  is  to 
be  held  at  New  Hall,  Cambridge,  April  6-8. 

Sessions  have  been  arranged  on  cancer 
chemotherapy,  new  insulins,  offering  advice 
over  the  counter,  herbal  remedies, 
homoeopathy  and  the  "fringes  of  pharmacy 
practice"  including  ostomy  appliances, 
oxygen,  elastic  hosiery  and  appliances. 

Course  fee  £60.  Individual  sessions 


mam  garage  deck.  There  is  to  be  a  self 
service  food  area  and  entertainment  will 
include  a  jazz  band,  disco,  accordionist,  film 
show  and  children's  party. 

A  nominal  charge  will  be  made  to  cover 
the  cost  of  the  charter.  The  number  of 
places  is  limited  to  800. 

Passengers  will  be  allowed  to  disembark 
at  Cherbourg  for  about  three  hours.  A 
coach  will  be  available  to  take  them  to  see 
some  of  the  sights  in  Cherbourg  and  the 
surrounding  countryside. 


available  at  £0.50  each.  Applications  to:  Dr 
S  Ellis,  Regional  Pharmaceutical  Officer, 
East  Anglian  RHA,  Uman  Lane,  Chesterton, 
Cambridge  CB4  1RP. 

Monday  January  30 

Leicestershire  Branch.  Pharmaceutical  Society.  Post 
Graduate  Medical  Centre,  Royal  Infirmary,  Leicester,  at  8pm 
Postgraduate  lecture  no  3 

Tuesday,  January  31 

London  Branch.  Guild  oi  Hospital  Pharmacists,  St  Thomas' 
Hospital,  at  7pm  Annual  meeting 

Wednesday,  February  1 

Bath  Branch.  Pharmaceutical  Society,  School  of  pharmacy 
and  pharmacology,  Bath  University,  at  8pm  Dr  P  G  Mann, 
Public  Health  Laboratory,  on  "Bath's  amoebal  problem" 


Fylde  Pharmacy  Forum.  Postgraduate  centre,  Victoria 
Hospital,  at  7  45pm  Mr  T  Whittaker  on  "A  pharmaceutical  look 
at  herbal  medicine" 

Plymouth  Branch,  Pharmaceutical  Society.  Novofel, 
Plymouth,  at  7  45pm  Dr  D  H  Maddock,  vice-president. 
Pharmaceutical  Society,  on  "The  future  of  pharmacy"  Joint 
meeting  with  Plymouth  Branch,  National  Pharmaceutical 
Association  Finger  buttet 

Sheiiield  Branch.  Pharmaceutical  Society.  Grosvenor 
House  Hotel,  Shetlield,  at  7  1 5pm  Tony  Davies  on  "A 
transatlantic  crossing  under  sail"  Buttet  supper 

Thursday  February  2 

Hounslow  Branch,  Pharmaceutical  Society.  Lecture  theatre, 
West  Middlesex  Hospital,  Twickenham  Road,  lsleworth,  at  8pm 
Professor  lohn  T  Smith  from  the  School  of  Pharmacy,  Brunswick 
Sguare,  on  "Genetic  engineering  " 

Huddersfield  Branch.  Pharmaceutical  Society.  Commercial 
Hotel,  Church  Street,  Paddock,  Hudderslield,  at  8pm  Mr  W  M 
Darling,  on  "Problems  of  today  and  tomorrow" 
Pharmaceutical  Society  ol  Great  Britain.  I  Lambeth  High 
Street,  London  SE 1  7IN  at  7  00pm  Professor  R  1  McCallum, 
department  ol  occupational  health  and  hygiene,  University  of 
Newcastle  Upon  Tyne,  on  "The  history  ol  Industrial  medicine  " 
Joint  meeting  with  the  British  Society  tor  the  History  ol  Pharmacy 

Thames  Valley.  Pharmaceutical  Society.  Lecture  theatre, 
Education  centre,  Kingston  Hospital,  at  8pm  Mr  G  E  Joss  on 
"Forty  years  a  veterinary  surgeon" 

Weald  ol  Kent  Branch.  Pharmaceutical  Society.  Kent  & 
Sussex  Hospital,  Postgraduate  centre,  Tunbndge  Wells  Dr  P  J 
Watson  on  "The  basis  of  sleep  and  problems  associated  with 
insomnia  and  its  treatment" 

West  Metropolitan  Branch.  Pharmaceutical  Society. 

Chelsea  College,  Manresa  Road,  London  SW3,  at  7  1 5pm  A 
forum  on  clinical  pharmacy  in  hospital  and  community  A  pint 
meeting  with  Chelsea  School  of  Pharmacy  Students'  Association 


CLASSIFIED! 


Post  to 

Classified  Advertisements, 
Chemist  &  Druggist, 
Benn  Publications, 
Sovereign  Way,  Tonbridge, 
Kent  TN9  1 RW 
Telephone  Tonbridge  (0732) 
364422.  Telex  95132 
Ring  Russell  Peacock  ext 
272  for  further  information 


Publication  date 

Every  Saturday 
Headings 

AH  advertisements  appear  under 
appropriate  headings 
Copy  date  4pm  Tuesday  prior 
to  publication  date 
Cancellation  deadline 
5pm  Monday  prior  to 
publication  date 


Appointments 


TWO  SALES  REPRESENTATIVES 

(Area  Sales  Manager  Designate) 
FEMALE/ MALE 

BGrXUTY  BdSICS  LTD. 

SALARY  (c)  £9.000  +  Car 

1.  Based:  Herts/Bucks  ! 

2.  Based:  Gt  Manchester/Yorks  ! 

We've  leapt  to  success  but  can  you  keep  up? 
n  2  %  years  we've  created  brand  leaders  in  toiletries  selling  in  chemists  and  dept.  stores  I 

everywhere.  , 

Are  you  24-36?  Have  you  enthusiasm,  selling  experience  in  toiletries/cosmetics?  j 

An  opportunity  that  will  grow  to  full  field  management  position  rapidly.  I 

Telephone:  Angela  Cash  on  01-278  9597  i 

or  write  enclosing  C.V.  to:  i 

BEAUTY  BASICS  LTD  j 
UNIT  D.  51  CALTHORPE  STREET.  LONDON  WC1X  0HN. 


Display  /  Semi  Display 

£  l  l  50  per  single  column 
centimetre,  mm  30mm  Column 
width  42mm 
Whole  Page  £990.00 
(260mm  x  180mm) 
Half  Page  £525  00 
(125mmx  180mm) 
Quarter  Page  £295.00 
(1 25mm  x  88mm) 


Box  Numbers  £2  50  extra 
Series  Discounts 

5%  on  3  insertions  or  over. 
10%  on  7  insertions  or  over 
1 5%  on  13  insertions  or  over. 


BUYING  X  SELLING  X  SHIPPING  X  CONFIRMING  X  WAREHOUSING  X  EXPORTING  X  PACKAGING 


COMPLETE 

EXPORT  SERVICE 

CONTACT  US  FOR  YOUR:  EXPORT 
REQUIREMENTS  INCLUDING  PROPRIETARY  - 
GENERIC  PHARMACEUTICALS  AND  BRANDED 

—  UNBRANDED  COSMETICS  WORLDWIDE. 
INQUIRIES  FROM  MANUFACTURERS  SEEKING 
EXPORT  MARKETS  FOR  THEIR  PRODUCTS  ALSO 
WELCOME. 

INTERPH ARM  EXPORTS  LTD, 
216  ST.  JAMES'S  ROAD.  CROYDON. 

SURREY  CRO  2BW. 
TELEX:  8951260  TEL:  01-683  1160 


X  EXPORTING  X  PACKAGING  X  FORWARDING  X  BU TING  X  SELLING  X  SHIPPING  X  EXPORTING 


C&D  CLASSIFIED  GET  RESULTS 
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The  best  in  the 
business,  deserves 
the  best  in  the  field . 


TYNE  TEES 

CHESHIRE/ 
STAFFS  

LIIMCS/NOTTS 

BERKS/OXON 

ESSEX/ 
EAST  LONDON 

KENT/SUSSEX 


To  the  ambitious  sales  professional,  the  name 
Chemist  Brokers  should  represent  a  great  deal,  in  just 
over  a  year  we've  established  ourselves  as  one  of  the 
top  names  in  the  chemist  trade.  Brands  such  as  TCR 
DIXCEL,  VAPONA,  COOPER  and  HAY  MINE  can  be 
found  on  our  portfolio,  and  we're  rapidly  growing  as 
our  services  are  in  demand  for  more  and  more  leading 
brands.  Now,  particularly  due  to  a  number  of 
forthcoming  major  product  launches  there  is  a  need  to 
expand  our  salesforce.  Joining  our  sales  team  opens 
up  a  whole  wealth  of  potential,  for  those  who  can 
match  our  pace. 

Naturally  we  only  want  the  very  best  people  to  sell 
for  us.  Those  who  are  capable  of  adding  to  our 
achievement  through  a  long  line  of  positive  results. 
Probably  between  22  and  35,  you'll  have  the  kind  of 
fmcg  track  record  that  shows  you  really  know  what  it 
takes  to  succeed,  gained  over  at  least  2  years,  ideally 
in  the  chemist  or  grocery  trades.  You'll  be  well 
educated,  aggressive,  motivated,  and  determined  to 
make  impact-and  that's  exactly  what  we'll  expect. 

Demonstrate  the  right  background,  and  you 
could  be  a  candidate  for  one  of  our  six  new  territories. 

We  want  ambitious  Sales  Professionals  who'll 
help  us  achieve  our  Company  objectives.  And  the 
rewards  are  excellent  for  those  who  do  Earnings  of 
around  £9,500+  a  year  (more  in  London),  a  Vauxhall 
Cavalier  1600L  and  plenty  of  additional  incentives  and 
excellent  benefits  including  pension  scheme  and 
life  assurance. 

Plus  real  prospects  of  promotion  into  management. 


We  don't  think  you'll  find 
another  offer  to  better  it 
So  call  Victor  Cracknell  on 
0372  66891  for  an 
application  form  Alternatively, 
if  you  prefer,  send  a  detailed 
c  v.  to  him  at .  .  . 

Food  Brokers  Limited, 

iVliSburn, 

3  Copsem  Lane, 

Esher,  Surrey. 


Chemist 
Brokers 
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A  division  of  Food  Brokers  Limited 
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Professional  Prescription 
Computer  Labelling 


This  is  Quality  Labelling 


The  Richardson  system  is  more  than  just  a  labeller. 


Apart  from  labelling,  countless  other  business 
applications  are  possible  using  the  versatile  and 
well-proven  BBC  Model  B  Microcomputer. 
Because  of  its  widespread  use  in  schools  and 
businesses  worldwide,  there  is  an  enormous 
range  of  software  to  choose  from,  which, 


depending  on  choice,  can  do  your  wages,  VAT 
and  accounts,  for  example,  or  even  play  games! 

Although  quality  labelling  is  the  first  priority, 
why  not  buy  a  system  that  will  do  other  things 
too?  At  prices  from  £1,135,  the  Richardson  system 
has  the  capability  of  doing  so  much  more  -  can 
you  afford  to  settle  for  anything  less? 


NPA 
Recommended 


John  Richardson  Computers  Ltd.,  Unit  337,  Walton  Summit,  Bamber  Bridge,  Preston,  Lancashire  PR5  8AR.  Tel:  (0772)  323763 


ORALABEL 


Orange  Computers  Ltd,  Ruskin  Chambers,  Drury  Lane 
Knutsford.  Cheshire  WA16  6HA.  Tel:  0565  53417. 

SPECIAL  FEBRUARY  OFFER 

£897.50  (NPA  PRICE)  £875  PAYMENT  WITH  ORDER 

mwrn       &\mm  system 


o  Epson  HX-20  Micro 

•  Buffered  RX  80  Printer 
'-•  Free  standi  &  labels 

•  Enhanced  program 

®  Option  of  Wholesaler  Li 


Stock  Wanted 


nk  up. 


BASIC  SYSTEM 
STILL  ONLY  £625 


RECOMMENDED 


Trade  Services 


CLOSE  OUT  SELECTIVE  TRADING 


(Suppliers  to  company  staff  and  factory 
agents). 

Established  close-out  operator  requires  both 
redundant  and  surplus  stocks  of  branded 
cosmetics  and  perfumes. 

(Will  also  consider  cosmetic  components) 

Sun  preps  required. 

CONTACT:  CLOSE  OUT  SELECTION 
TRADING,  UNIT  4,  SHERBORNE  TRAD. 
EST.,  SHERBORNE  STREET, 
CHEETHAM  HILL,  MANCHESTER. 
TEL:  061-835  1499.  TELEX:  66  6514 
(TORTEC  G) 


Shopfitting 


((  Lux  Lime 


SHOPFITTING 
SERVICE 


N.P.A  &  NUMARK  APPROVED 

FREE  PLANNING  AND  ADVICE.  FOR  YOUR  SHOPFITTING  PROJECT. 


LUXUNE,  8  COMMERCE  WAY,  LEIGHT0N  BUZZARD,  BEDS. 
Tel:  0525  381356. 
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Tablet  Production, 
Liquid  Production, 
Powder  Production, 
Packing  . . . 


CONTRACT  PHARMACEUTICAL  SERVICES  LIMITED 
Park  Road,  Overseal,  Burton-on-Trent,  Staffordshire 
Telephone:  0283  221616.  Telex  341345 


Shopfitting 


Agencies  Required 


marspec 

■shopfitting  ltd 


Attractive  modular  shopfittings  at  competitive  prices. 
For  a  new  perspective  in  pharmacy  design. 
Telephone:  0392  216606 
Unit  4B,  Grace  Road,  Marsh  Barton, 
Exeter,  Devon. 


LEXDRUM 

0626  832308 

WE  OFFER  A  PROFESSIONAL 
SHOPFITTING  SERVICE  FOR  THE 
RETAIL  PHARMACY 


LEXDRUM  STOREFITTERS 

Chappie  Rd,  Bovey  Tracey,  Devon. 

I  0626  832308 


IMPORTANT  NOTICE 
FOR  ALL  SALES 
DIRECTORS 

Northern  Ireland  Agents  have  a  most 
interesting  proposal  for  sales  and 
distribution  of  your  products  to 

chemist  and  grocer  trades  in  this  area. 

For  further  information  write  to: — 
BOX  C&D  3032. 


Agents 


4LPLNKL 


STORE  FITTINGS 
LIMITED 

For  the  ULTIMATE  in  pharmacy  design 
with  emphasis  given  to  individual 
requirements. 
Telephone:  0626  832059 
Northern  Sales 
Carlisle  0228  47149 
Allplan  House,  Cavalier  Road,  Heathfield. 
Newton  Abbot,  Devon  TQ12  6TG 


PHONE  RUSSELL 
PEACOCK  ON 
0732  364422 
Ext.  272  for  all 
your  classified 
advertising. 


AGENTS 

required  all  areas  to  sell  hair 
shampoos  for  the  shower.  Good 
commission  paid. 

Telephone:  Ron  Humphreys 
03708  6234 


Stock  for  Sale 


BRANDED  COSMETICS  & 
PERFUMES 

AT  COMPETITIVE  PRICES 

Come  and  see  our  very  extensive  range 
CASH  1  CARRY:  Monday,  Tuesday,  Thursday. 
10am  8pm,  W«dn«fday  1  Saturday,  9am  5pm, 
Friday,  1 0am- 6pm;  Sunday,  1 0am  2pm 

C.  T.  MARKETING  LTD. 

New  Tythe  Street.  Long  Eaton.  Notts 
Tel:  06076  61517 


ALAMI  IMPORTS  &  EXPORT  LTD 


Handkerchiefs  loose  and  boxed, 
range  of  tea  towels.  Jacquard  and 
handloom  towels,  pillow  cases, 
yellow  dusters,  face  cloths,  baby 
nappies,  terry  socks 


".'BULK  INQUIRIES  WELCOME 


H0PEGLADE  HOUSE 
19,  23  KINGSLAND  ROAD 

LONDON  E28AA 
Tel:  01-729  5501(4  lines) 

Cablet:  SUNAMEX  LONDON  Telex:  193903  ALAMI  G 


Trade  Marks 


The  Trade  Mark  No.  1036134  OREAL 
registered  in  respect  of  "photographic 
paper,  photographic  films,  photographic 
plates  all  being  sensitized;  and  chemical 
preparations  in  powder  form,  for  use  in 
photography",  was  assigned  on  the  19th 
March  1982  by  Colin  Thomas  Heppard  of 
"Tesano",  Gayton  Road,  Herwell, 
Cheshire  to  L'Oreal  S  A  of  14  Rue  Royale, 
Paris,  France.  WITHOUT  THE 
GOODWILL  OF  THE  BUSINESS  IN 
RESPECT  OF  WHICH  THE  MARK  WAS 
REGISTERED. 


IMPORT  /  EXPORT 

Call  us  for  the  most  competitive 
prices;  the  best  range;  the 
quickest  service;  cash  and 


carry. 

CONTACT:  EURO  CHEM  LTD 

3  Prince  Close,  Walworth  Ind.  Estate,  Andover, 
Hants.  Tel:  0264  59872/59585. 


Premises  Wanted 


WANTED 

WAREHOUSE  /  WAREHOUSE  FACILITY 

Large  wholesaler  /  importer  requires  warehouse 
and  office  within  30  miles  west  of  London.  Will 

consider  warehouse-within- warehouse 
arrangement  but  property  for  outright  purchase 
preferred. 

Space  requirement  in  the  range  of  2500  square 
feet  to  6500  square  feet. 

Please  write  with  full  details  for  immediate 
assessment 
BOX  C&D  3033. 
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PEOPLE! 


It's  a  knockout 

The  first  pharmacists'  squash  tournament 
hosted  by  LRC  Products  proved  so 
successful  that  it  is  now  set  to  become  an 
annual  event. 

Ede  Aruede  of  A  H.  Clark  (Maidstone) 
Ltd  took  this  year's  trophy  after  a  "nail- 
biting"  final  against  Boots  pharmacist  Paul 
Anderson.  A  plate  trophy  also  went  to 
Manvit  Patel  of  Tagfield  Ltd,  Reading  while 
the  LRC  rose  bowl  —  a  prize  for  the  most 
outstanding  lady  player  —  was  awarded  to 
another  Boots  pharmacist,  Sarah  Colgan. 

The  prizes  were  awarded  by  LRC  sales 
director  Nick  Hodges  and  Hiddy  Jahan, 
British  number  one  and  third-ranked  squash 
player  in  the  world 

Over  1 00  people  attended  the 
tournament  with  75  of  them  playing. 

Nick  Hodges  said:  "I  am  delighted  with 
the  calibre  of  the  squash  players  who  have 
taken  part.  And  I  look  forward  to  an  even 
more  spectacular  competition  next  year, 
when  we  will  be  taking  the  tournament 
around  the  UK  and  to  Northern  Ireland." 

Plans  next  year  are  for  regional  heats 
culminating  in  a  London  final. 


Ex-Roche  man 
tells  his  story 

Stanley  Adams,  a  former  Hoffman  La 
Roche  executive,  was  the  subject  of  articles 
in  the  Standard  and  The  Observer  last 
week. 

Mr  Adams  was  arrested  and  held  in 
prison  after  reporting  Roche's  price  fixing 
and  market-sharing  practices  to  the  EEC 
more  than  a  decade  ago. 

Today,  said  to  be  broken  financially  but 
not  in  spirit,  Mr  Adams  lives  with  his 
daughters  in  a  two-bedroomed  Hampstead 
flat.  He  is  pressing  claims  for  compensation 
through  the  European  courts  and  tells  his 
story  in  a  book  —  "Roche  versus  Adams"  — 
published  this  week. 

th  b  Ql:mB:plaM 

And  if  you  are  feeling  sporty  why  not  enter 
the  medical  Olympics.  The  games  are  to  be 
held  at  Abano  Terme,  a  thermal  resort 
about  30  miles  from  Venice. 

Events  are  to  include  athletics, 


Ede  Aruede  (centre),  winner  of  the  LRC 
Products'  pharmacists  squash  tournament, 
receives  his  trophy  from  LRC  sales 
director  Nick  Hodges  (right)  and  British 
number  one  squash  player  Hiddy  Jahan 


swimming,  cycling,  golf,  tennis,  table  tennis, 
shooting,  archery  and  wind  surfing. 

The  organisers  are  the  French  medical 
journal  he  Quotidien  du  Medicien. 
Pharmacists,  doctors,  midwives,  dentists, 
physios  and  veterinary  surgeons  are 
eligible.  No  particularly  outstanding  ability 
is  required  and  most  events  are  banded  into 
age  groups.  For  details  contact  British  co- 
ordinator, Dr  David  Delvin,  General 
Practitioner  76  Dean  Street,  London  W 1 A 
1BU  (telO  1-434  2266). 

APPOINTMENTS 

LRC  Products:  Clive  Turner,  previously 
marketing  manager  for  the  Marigold 
division,  becomes  new  business 
development  manager.  He  will  develop 
national  accounts  business  across 
medicines,  contraceptives  and  Marigold 
gloves.  John  Tye  joins  the  company  from 
Johnson  &  Johnson  as  national  accounts 
manager  to  be  responsible  for  key  account 
activity  across  all  three  divisions.  Philip 
Hatcher  takes  up  the  post  of  marketing 
controller  for  the  Mangold  division,  having 
previously  been  responsible  for  the 
marketing  of  Warner-Lambert's  OTC 
range. 

Manley  Ratcliffe:  John  McGregor  joins 
the  company  as  national  accounts  manager. 
He  spent  1 1  years  in  a  similar  post  at 
Nicholas  Laboratories  before  moving  on  to 
Sherwoods  as  a  regional  manager.  Stuart 
Baily  has  been  promoted  to  production 
director  from  production  manager. 

G.  D.  Searle  &  Co:  Two  marketing 
managers  have  been  appointed.  Paul 
Cawte  will  be  responsible  for  the  marketing 
of  Searle's  ethical  products  in  the  UK, 
moving  from  the  post  of  regional  sales 
manager.  Nick  Long,  previously  marketing 
services  manager,  will  look  after  Gold 
Cross  pharmaceutical  products  in  the  UK 
and  Searle's  total  product  range  in  Ireland. 

Parf urns  Givenchy  Ltd:  Peter  Norman 
will  become  managing  director  on 


February  1 ,  succeeding  Burton  Gosling, 
who  is  to  continue  as  chairman  of  the  board. 
Mr  Norman  was  most  recently  employed  as 
deputy  chairman  of  toy  manufacturers 
Eisenmann  &  Co.  He  is  a  former  captain  of 
the  British  Alpine  Ski  Team,  and  has  served 
with  the  9th/ 1 2th  Royal  Lancers  in  Northern 
Ireland,  Aden  and  Germany. 

CIBA  Consumer  Pharmaceuticals:  Mike 
Fenwick  has  joined  the  company  as  group 
product  manager.  He  previously  worked 
for  Sterling  Health  Products  as  marketing 
manager.  Graham  Ford  has  been 
appointed  national  field  sales  manager  and 
previously  worked  for  Farley  Health 
Products  as  field  sales  manager,  retail. 

Cow  &  Gate:  Nutritionist  Catherine 
Symonds,  has  been  appointed  specifically 
to  answer  technical  queries  on  infant 
feeding  and  on  Cow  &  Gate  products  from 
medical,  para-medical  and  chemist 
personnel .  Contact  on  022 1 4  6838 1 . 

Ethico  Ltd:  Stephen  West  has  joined  as 
marketing  manager,  in  charge  of  Oz 
cleaning  products.  He  was  previously  a 
brand  manager  at  KP  Foods.  David 
Henshaw  becomes  national  accounts 
manager,  joining  the  company  from 
Richardson  Vicks  where  he  worked  as 
general  sales  manager. 

Northfleet  Group:  Howard  Munro  takes 
up  the  new  position  of  operations  manager. 
His  responsibilities  here  will  include  co- 
ordination of  manufacturing,  purchasing, 
distribution  and  installation  functions.  He 
previously  worked  for  Metal  Box  in 
Glasgow 

DEATHS 

Pollecoff:  Mr  Bernard  Pollecoff,  UK 
manager  of  Fallek  Chemical  Co  and 
chairman  of  the  British  Chemical 
Distributors  and  Traders  Association,  has 
died. 

He  was  born  in  1931,  and  educated  at 
Jesus  College,  Oxford.  After  a  period 
teaching  at  Oxford,  he  joined  ICI's  central 
purchasing  department  in  London. 
Seconded  to  New  York  in  1 963,  he 
remained  there  as  purchasing  manager  for 
three  years. 

On  his  return  to  the  UK,  he  joined  the 
company's  plastics  division  in  Welwyn 
Garden  City.  He  then  moved  back  to  head 
office,  where  his  final  appointment  was  in 
central  co-ordination.  He  has  held  the  Fallek 
post  since  197 1 . 

Mr  Pollecoff  joined  the  BCDTA  council 
in  1978,  becoming  chairman  four  years 
later. 
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Manufacturing  & 


Doxatet 


Services 


is  Doxycycline 


A  new  Doxycycline  tablet 
from  Cox  Pharmaceuticals 

Now  available 
from  your 
usual  wholesaler 


©c 


PARACETAMOL  TABLETS? 

WE'RE  THE  UK's  LARGEST  SPECIALIST  PRODUCER! 

In  bulk  or  bottles,  strip  pack  or  own  label  -  try  us  for 
aspirin  or  saccharin  too! 

Fast  service  —  unbeatable  prices  —  from 

THE  WALLIS  LABORATORY, 

11 CAMFORD  WAY,  SUNDON  PARK,  LUTON  LU3  3AN 
TEL:  Luton (0582)  584884 


Presentation:  Carton  containing  blister  strip  ol  1 0  cablets  8; 
price  £4  1 1  PL  1866/001 1  Legal  cacegory  POM  Each  cablei 
Doxycycline  Hydrochloride  8  Pequivalenc  to  lOOmg  Doxycyc 

Cox  Continental  Limited.  Whiddon  Valley,  Barnstaple,  Devon  EX32  8NS  Tel  0271  75001 


Focus  Solutions 

Suppliers  &  Wholesalers  of 
Contact  Lens  Solutions 
Eye  Care  Cosmetics 
and  Accessories 

Abatron  Allergan 

Barnes  Hind 
Bausch  &  Lomb 
British  American  Optical 

Burton  Parsons 
Calotherm  Contactasol 
Cooper  Vision 
Eye  Care,  Hydron,  Kelvin 

Optique,  Sauflon 
Smith  &■  Nephew,  Titmus 

Telephone  Marion  Byers  at 
Berkhamsted  (04427)  74326 
for  details 

Focus  Contact  Lenses 

Northbridge  Road,  Berkhamsted, 
Herts.,  HP4  1  EH 


® 


PLASTIC  PRODUCTS 

BABY  PANTS 
TODDLER  PANTS 
INCONTINENCE  PANTS 
MATTRESS  SHEETS 
COT  SHEETS 

etc.,  etc. 

HENLEYS 
OF  HORNSEY 
LTD. 

London  N8  0DU 

Tel:  01-889  3151/6 


ZAF  complete  shopfitting  systems, 
counters  and  showcases  for  the  modern 
pharmacy  at  competitive  prices. 

(N.P.A.  AND  NUMARK  APPROVED) 

ZAF  LIMITED, 

Lillington  Road  North, 

Bulwell,  Nottingham  NG6  8HG 

Tel:  0602  753728  (10  lines).  Telex:  377739 


Apeils  Systems 


From  Apeils  Systems  a  com- 
plete range  of  shop  and  dispensary 
equipment  designed  to  increase 
your  profits. 

[  UrrKJa^chj  The  modular  system  for 


Precision  Dispensary 
stock  control  system 


Unit  P,  Kingsway  Trading  Estate, 
Kingsway,  Luton, 
Bedfordshire  LU1  1LP 
Telephone:  Luton  (0582)  4571 1 1 


JOHN  DOWELL  &  SONS  LTD 

OF  SAFFRON  WALDEN 


Suppliers  of  the  "Dormel"  Infant  Miniature  Feeder  &  Spare  Latex  Teats  for 
well  over  50  years  —  obtainable  from  the  ma|onty  of  Chemist  Wholesalers 

Orders  (wholesale  only)  and  enquiries  to 
John  Dowell  &  Sons  Ltd,  c/o  R.  Higgs,  264  St  Barnabas  Road, 
Woodford  Green,  Essex  IG8  7DP.  Phone:  01-504  8718. 


Advertisement 
Materials 


We  should  like  to  draw  the  attention  of  advertisers  to  paragraph  4 
of  the  Conditions  of  Acceptance  of  Orders,  which  states: 


'PRINTING  MATERIAL  WILL  BE  RETAINED  for  a  period  of  twelve 
months  following  publication  after  which  they  will  be  destroyed, 
unless  their  return  has  previously  been  requested  by  the  advertiser 
or  his  agents'. 


We  regret  that  problems  of  storage  compel  us  to  implement  this 
rule  more  rigidly  than  in  the  past  and  we  wish  to  give  notice  that  all 
materials  used  January  1983  will  be  destroyed  unless  we  receive 
instructions  by  February  17th  1984  to  return  them  to  the  advertiser 
or  agent. 
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Now  bigger  profits  than  ever 

with  a  £2  millionTVcampaign. 


You  already  make  more  out  of  Sensodyne 
than  any  other  toothpaste  brand.  Now 
we're  spending  £2  million  on  National  TV  to 
boost  sales  even  further.  Sensodyne  is  the 
only  proven  formula  for  sensitive  teeth  that's 
recommended  by  nearly  every  dentist  in 
Britain.  You  know  that  Sensodyne's  unique 
trusted  formula  WORKS.  You  know  that  the 
proven  formula  of  Sensodyne  plus  TV 


advertising  SELLS.  So  you  can  be  sure  this 
year's  massive  TV  campaign  will  give  you 
even  more  PROFITS. 

Order  now.  The  campaign  starts  5th  March. 
Make  sure  you  stock  and  display  both  fresh 
Mint  and  Original  Sensodyne. 

Ask  your  Stafford-Miller  representative 
for  details  of  special  terms.  Or  contact  us 
direct  on  Hatfield  61151. 


SENSODYNE  TOOTHPASTE 

YOURNo.1  PROFIT-MAKING  BRAND 


Stafford-Miller  Limited.  Hatfield,  Herts.  ALIO  ONZ. 


